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Cveyitug w Aluminum Screens 
eight iw your OWN BACKYARD! * 


BURNS //V£ WIRE TENSION SCREENS 


Packaged profits — ready sales! The Burns 

Screen’s superb quality features have been 

sparking dealer sales all over the South. They’re easy to display, easy 

to sell, easy to install, easy to store. And every one is colorfully pack- 
aged — individually. 





CONWIRE ALUMINUM SCREEN CLOTH 


kV Aadd 


Woven in Consolidated’s Covington plant. From a %” aluminum rod, 
28 dies in three separate machines produce .013” wire. Result: a 
perfect screen that is quality controlled from rod to aluminum cloth. 
Shipped direct from our Atlanta warehouse. 





CONWIRE FULL FRAME SCREENS 


Practical beauty for any type window — double hung, awning, case- 
ment, jalousie, hopper, traverse —- you name it. Conwire Screen is 
rolled into precision-made, heavy gauge aluminum frames fabricated 
in Consolidated’s Atlanta plant. 


Company delivers 
° 


: n an nd 
in i von products 


WIRE PRODUCTS 
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Now! Biggest Advertising Ever! 


Again in 1955 ABC leads the 
field with powerful, consistent 
advertising in the leading 
magazines your customers read. 
Together these big magazines 
reach more than 14,000,000 
readers. And all sales leads 
are sent right to you! 


Insure Profits 6 Ways 
with ABC Jalousies! 


KD Saves Freight, Space PF] widen Range of Sizes 


to Up to 10 t 
» 

| 

| 








more 
space 
freight sa 
, with Knockd 
1 (KD) units. |! 
8-screw ass 
Simple 
for odd 


Standard, special widths 
15” to 43’, plus in-between 

sizes. Heights from 14” 
with 4” increments to 192’. 


3) Consumer-Tested Features 4 Complete Sales Helps 


@ Heavy extruded frame 
heat treated for top: tre 
} ® Patented spring-clip 
heat-treated, eliminat« 
bending clip. Gives 
0sitive seal, too! 
'®@ p recision-balanced lou 





” 





~ 7 
Mats, color catalogs, 3-D 
) for fingertip ser io viewers, window banners, 
» © Koroseal weatherstrippins T'V-radio aids, installation 
» © Easy-draining sloped details---for big sales! 


eg Tested (7 immediate Delivery | 





Tested seminal water 
ti b . : 

U Iniversity of ‘Miam;, Average only 5 to 7 days © 

Pittsburgh Testing on standard or stock sizes! 


wt OR . REFUND ry - 


$” Guaranteed by’ "a ban 


Good Housekeeping } Free Details! MAIL COUPON r0DAY! 


w 
S401 4s Abveanisto WS °. == = a oe oe 


A> 5 : ADAMS ENGINEERING CO., INC. 
World’s Largest Jalousie tbe j S-12 Box 936 _ Little River Branch 


Two giant Miami, Fla., plants (below) include 340,000 square Miami 38, Florida 
feet to serve you! Plus---third big factory at S. Hackensack, N.J. i Gentle ! am interested in learning about a 
a - | 


profitable ABC jalousie dealership. Please rush 
i full det without obligation 
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@ THE NEW LOOK The distinctive ap- 
pearance of the Stanley Steel Garage Door 
sets it apart immediately from all others. 
You can see careful planning in the ar- 
rangement of the horizontal lines, in the 
architecturally correct spacing of the light 
openings. The architect has added modern 
beauty to a functionally engineered door, 





@ Lirts EASILY AND QUIETLY All 
hardware is made by Stanley, the name 
most respected for quality in the industry. 
From the knee-level cylinder lock and 
handle to the large coiled, oil-tempered 
springs and floating action bearings, you 
sell maintenance-free service and satis- 

ee SEALED IN PROTECTION The face of the door is manufactured faction. 

of heavy, 24-gauge steel sheets, electro-galvanized and Bonderized., 

In addition the door is primed coated with a corrosion-resistant, 

zinc chromate primer. Result: sealed-in, long lasting protection of 

the steel and a beautiful, satin-smooth base for the finish paint coat. 








BUILT IN STRENGTH 1|8-gauge.steel reinforcing members — 
zine coated, Bonderized and prime-painted — give truss-like strength 
to the steel face. All joints are welded. There are bronze bushings or 
ball bearings at all bearing surfaces. Each door is weatherstripped 
at the top, bottom and sides — giving all around protection. 


5) COMPLETELY PACKAGED 

Individually carton-packed, these doors are easily handled, easily 
stored. With this additional protective measure the surface will 
remain flawless during shipment, in storage and on the job site. 


STANLEY STEEL GARAGE DOORS ideale 
Are available in four standard sizes: 8’ x 7’, 9’ x 7’, 16’ x 7’, eee d —ap ’ ss 
and 18’ x 7’, For more detailed information on why the Distributorships are available in certain localities. 
Stanley Steel Garage Door can make a big difference in your Write today for further information. 

sales, write to us today. 
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NO HEADACHES... JUST PROFITS 


when you offer 


TENSION-tite 


SCREENS » 











There is a jobber nearby who 
will quickly fill your orders for 
standard or special size TEN- 
SION-tite screens. 


Demonstrators . . . foiders . 
newspaper mats... window 
banners . . . measuring and in- 
stallation instructions . . . clerk 
training booklets and film, and 
many other sales aids are avail- 
able through your TENSION. 
tite jobber. 


TENSION .tite is the only screen 
with a built-in template that ac- 
curately locates the position of 
all screws! 


Join the thousands of dealers 
throughout the country who 
have profited from the great de- 
mand for TENSION.-tite . . . the 
simplest, most practical screen 
on the market. Call or write 
today for name of nearest jobber. 


RUDIGER-LANG CO. 


international Trade Mert + New Orleans, Le 
TUlene 7186 


Factories in Toccoa, Ga, and Berkeley, Calif, 


Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





ranog mane Now in the new 


50 POUND SIZE 


Nail Caddy 


Now another DixisTeeL product comes to you in the popular DrxisTEeL 
Nail Caddy—Drxistee, Lead Head Nails! And best of all, they 
come in 50-pound Caddys, instead of hard-to-handle 100-pound 


wooden kegs. 


Here are the ideal roofing nails in the ideal package. Put 
them on the counter where your customers will see them 
and see if your sales don’t increase. 


Get a supply from your wholesaler or jobber now. 
a 


PA 


@ Bright or Galvanized 


@ Seven Lengths: 
1, 1%, 1%, 1%, 2, 2%, 2% 


All No. 10 Gauge 


ATLANTIC STEEL COMPANY 


P.O. Box 1714 « EMerson 3441 
ATLANTA 1, GEORGIA 
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association take a PONDEROSA P F 


good look at | 


directory... 


Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings 
Building, Birmingham 3, Ala. Executive Secretary: Mrs. 
Mory K. Harless. Tel. 7-3195. President: James Grayson, 
Birmingham, Ala 

Arkansas Association of Lumber Dealers — 727 Pyramid 
Building, Little Rock, Ark. Secretary: E. DeMatt Hender 
son. Tel. 8283. President: Frank Moore, Newport, Ark 
Building Material Merchants of Georgia — |050 Ponce de 
Leon Avenue, N. E., Atlanta, Ga. Counselor: Joseph G. 
Rowell. Tel. EM 5609. President: Charles W. Peek, Jr., 
Cedartown, Ga 

Carolina Lumber and Building Supply Association — | 14 
Builders Building, Charlotte, N. C. Secretary-Manager: 
E. M. Garner. Tel. FRanklin 6-5541. President: J. A 
Kendall, Florence, S. C. 

Florida Lumber and Millwork Association — 2218 Edge- f 

water Drive, P. O. Box 7125, Orlando, Fla. Secretary- one 0 10 woods from the 
Treasurer: Mrs. Marie M. Bennett. Tel. 2-3761. President: 


D. C. Dawkins, Jr., Jacksonville, Fla. se: 
Kansas Lumbermen’s Association — Room 212, Farmers , iT” < 

National Bank Building, Salina, Kan. Secretary: Marvin AVE on ’ 
Von Fange. Tel. 4607. President: L. J. Wolfe, Mankato, Kan. y LO region 


Kentucky Retail Lumber Dealers Association — Knott Bulld 
ing, Lebanon, Ky. Exec. Vice-President: Donald A. Campbell 
Tel. 74. President: W. C. Hale, Hickman. j : 
Louisiana Building Material Dealers Association — 528 Straight, close and uniform-grained, lightweight, light- 
Florida Street, Baton Rouge, La. Exec. Vice-President: R. ; 

Needham Ball. Tel. 2-4080. President: Ivan M. Foley, New colored, workable, nailable, paintable, Ponderosa Pine 
Orleans, La . rn : ‘ 

: ko’ the pines! Suited for all residential and ligh 
Lumbermen’s Association of Texas — 304 First Federal Is the pick o , ‘ 26 oe ght 
Savings Bldg., Austin 1, Tex. Executive Vice-President: construction u for fine paneling, woodwork, windows 
Gene Ebersole. Tel. 2-1194. President: W. H. Curry, Waco, 

Tex. and doors — for furniture and specialty cuttings. 
Middle Atlantic Lumbermen’s Association — 1528 Walnut , 
Street, Room 1123, Philadelphia 2, Pa. Executive Direc Ponderosa Pine comes in 3 select, 5 common, 4 dimen- 
tor: R a3 . Tel. PE k -5377. Presi ‘ ee 
oo egg yg eg oe op el emedleldcmammaae sion, 4 factory grades. You can order it in straight or 
Mississippi Retail Lumber Dealers Association — 607 North mixed cars—together with the other woods of the 
State Street, P. O. Box 1968, Jackson 5, Miss. Secretary- 
Treasurer: E. B. Lemmons. Tel. 3-2077. President: P. V Western Pine n—from most Western Pine Associa- 
Graves, Batesville, Miss. . : 

: , ape tion member | 
National Retail Lumber Dealers Association — 302 Ring 
Building, 18th and M Streets, N. W., Washington 6, D. C 
Executive Vice-President: H. R. Northup. Tel. NAtional IDAHO WHITE PINE 


6757. President: Raymond A. Schaub, ee the Western Pines pemnenees fun 


Oklahoma Lumbermen’s Association — 
Building, Oklahoma City, Okla. Secretary-Manager: W. M SUGAR PINE 
Morgan. Tel. 7-0338. President: T. J. Hughes, Cushing, 


Okla 

Southwestern Lumbermen’s Association — 512 R. A. Long LARCH 
Building, Kansas City 6, Mo. Secretary-Manager: G. Ken DOUGLAS FIR 
neth Milliken. Tel. Victor 2265-6. President: C. M. Mc WHITE FIR 


Sta ny a the Associated Woods @ stn sav 


Tennessee Building Material Association — 711 Broadway, INCENSE CEDAR 
N. £., Knoxville 17, Tenn. Secretary-Manager: R. O RED CEDAR 
Brownlee. Tel. 2-0185. President: Abner U. Taylor, Jack 

son, Tenn. LODGEPOLE PINE 
Virginia Building Material Association — 3305 Monument .¢ 
Avenue, Richmond 21, Va. Secretary-Manager: Harris get the facts sinrnnon Oat 
Mitchell. Tel. 6-1749. President: E. R. Woolridge, Roanoke, fi PN) [ rit | I\ r| IF 
Va. i‘ to help you sell UNL \UOA TIM 
West Virginia Lumber and Builders Supply a? Associa- ‘. F Write for the FREE illustrated booklet to 
tion — P. O. Box 1589, Fairmont, W. Va. State Secretary NECTERA ee 

Sam H. Diemer. Tel. 364. President: Paul Butcher, Weston, 40” is a Registered Tre WESTERN PINE ASSOCIATION 

W. Va of the Western Pine A Yeon Bidg., Portland 4, Oregon 
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and Trends 








Industry News 





HOME IMPROVEMENTS AND REPAIRS will 
get the main spotlight in the construction picture 
during 1956 as an all-out campaign, Operation 
Home Improvement, points up the fact that “’56 
—the Year to Fix.” In magazine ads and articles, 
on radio and television shows, and in display 
material and direct mail, the manufacturers of 
building materials and equipment, shelter and 
consumer magazines, and trade associations will 
make American home-owners conscious of the 
needs for and values of modern home improve- 
ments. 

They will urge the home-owner to “see your 
lumber or building supply dealer.” This will pre- 
sent a capital opportunity for the dealer to fulfill 
the exhorted invitation. It also entails a capital 
obligation, for the dealer is expected to have 
trained personnel, adequate stocks, displays, and 
practical advice to help the customer with his 
home project. 

It all points to the dealer developing a home 
improvement center in his store, so he can cash 
in on this new or increased business profitably. 
It calls for packaged selling of improvements and 
some instalment finance plan so the dealer can 
control the sale and make profit on his merchandise 
and services. 


NEW HOME CONSTRUCTION in '56 is not 
expected to be much below this year’s healthy 
level, although the scarcity of construction and 
mortgage money is slowing down or holding up 
building in spots. 

The high rate of housebuilding activity last 
winter and spring was benefited most directly by 
the large infusion of bank credit in the mortgage 
structure during that period of easy credit. Now, 
available short-term funds are being used mainly 
to help investors handle outstanding commitments. 
As soon as this purpose has been served, bank 
funds will again be obtainable by builders and 
mortgage companies. 

The assets of insurance companies and savings 
and loan associations are expected to increase 
$1.5 billion more next year than they did in 1955. 
This is about equal to the increased amount of 
short-term credit supplied to the market this 
year. Loanable funds will increase due to 1955 
and 1956 wage raises and to a likely cut in per- 
sonal income tax. 

Over and above these natural economic boons, 


the industry has been assured by Albert Cole, 
administrator of the Housing and Home Finance 
Agency, that the government will adjust its hous- 
ing and credit policies to assure the nation of 
1,250,000 new home starts next year. 


A MAJOR PROP OF THE BOOM has been 
the record spending by business for plants and 
equipment. This year these outlays for new plants, 
equipment, and machines are estimated at $28 
billion. Business aims to spend even more in ’56 
— about $30 billion! 

It’s all due to the more favorable “climate” 
for business and free enterprise. During the “New 
Deal” years the Federal government tried to 
“prime the pump” and overspent its income. In 
this unfavorable “climate,” business held back. 
New plant and equipment investment went off 
sharply from that of the prosperous 20’s. 

“Climate” for business has improved since 
World War II. In late years, the government has 
been trying to balance the budget instead of 
pump-priming through deficit financing. So busi- 
ness has taken on new life and is investing heavi- 
ly in new plants and equipment. This has been 
a mainstay of the boom. In over 10 years since 
the war, U. S. business has invested $232.6 billion 
in new plants and equipment — more than in the 
46 years before 1946. 


A CITY-WIDE APPRECIATION of the dis- 
tributors’ functions was created in Huntington, 
West Virginia, last month by a community proj- 
ect to inform its 100,000 citizens about the dynamic 
role of advertising, merchandising, selling, and 
other facets of distribution. 

“Distribution Week” was sponsored by the Na- 
tional Industrial Distributors Assn. and the South- 
ern Industrial Distributors Assn. to prove that 
the distributors’ functions are at least as im- 
portant to the life of an American community 
as is production in all of its aspects — manufac- 
turing, agricultural, and mining. 

In college and high-school assemblies, at meet- 
ings of civic and business clubs, economists, public 
relations experts, TV and radio commentators, and 
members of the sponsoring associations increased 
local appreciation and understanding of the dis- 
tributors’ role in selling the record output of 
industry and increasing the American standard 
of living. 
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One color one side ...a second 
color on the reverse side... 
that’s the big news in wallboard. 





Yes, double-color is yours to offer customers with DUO-TONE, the 
newest pre-decorated wallboard in the complete Plastergon line. 


DUO-TONE is available in 4 colors: twilight rose, ivory, suntan, and 
seafoam green. And you can have these colors back to back in any 
conceivable combination for Plastergon makes them all 


Consider what such a color line means to your customers, New 
decorative schemes are possible. New colors can be added to homes, 
offices, and displays. Furthermore, you can offer these many colors 
with less storage space because as few as two different boards can 
enable you to offer all four colors. 


DUO.-TONE is four-ply, 3/16” thick and is offered at no increase in 
price over plain board of the same specifications as our Economy 
brand. It’s available in panels 48” wide and from 6 to 12’ long. 


SEND FOR SAMPLES TODAY 


MAMMOTH, 1/4” pebbled wallboard « PERFECT-O-CELL, 3/16” pebbled wallboard * BUCKSKIN, 1 
DUO-TONE, two colored wallboard * ECONOMY, ivory finish wallboard * EBONY, 1/8 


Ms NEW. ATE BEAUTIFUL «+ 


17 SAVES. STORAGE SPACE / 


rai ~ 


4 BASIC COLORS——BACK 
TO BACK 

Seafoam green, suntan, twilight rose, 
and ivory 


6 COMBINATIONS 

Seafoam green-and suntan—seafoam 
green and twilight rose—seafoam 
green and ivory—ivory and suntan— 
ivory and twilight rose—twilight 
rose and suntan, 


NO PRICE INCREASE 
You pay no inore for Duo-tone’s back 
to back feature than for plain board, 


A COMPLETE COLOR LINE 
WITH LESS SPACE 

Offer all four colors with only two 
boards. Choose your own combina- 
tions—save space, 


” - 


asphalt board « LOCKAIRE, 


1/2” and 25/32” asphalic board * LOCKAIRE PAINTCOTE, 1/2” insulating board * BUDGETAIRE, 5/16” insulating board 


PLASTERGON PRODUCTS 
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Sell BOTH big screen markets with one line of... 


Columbia-matie TENSION SCREENS 


Cost-conscious builders and today’s fast-growing mar- 
ket of do-it-yourself homeowners are your two big 
screen markets. And Columbia-matic Tension Screens 
give you a genuine opportunity to sell both markets 
more easily, more profitably. 


You sell frameless Columbia-matics with a minimum 
inventory. Your distributor will provide prompt, fast 
delivery on all standard Columbia-matic sizes, and any 
special-order size. You stock only what you need— 
yet sell a complete line. 
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Columbia backs up your selling effort 
. . . builds consumer demand by con- 
sistent advertising in national magazines. 
Your customers know Columbia-matic 
Tension Screens are the finest on the 
market. 


Ask your distributor 
for Columbia-matics or write: 


THE COLUMBIA MILLS, Inc., Dept. S8-12, Syracuse 1, N. Y. 
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SELL so Good 
hecause 
they LOOK so Good 


Any way you look at it—Alenco 
is the most beautiful line of alumi- 
num windows in America today. This 
beauty is the result of a careful analy- 
sis of the features most wanted by 
today’s home owner. Included are all 
the quality features known to window 
engineering. Alenco Aluminum Win- 
dows are available in 24 stock sizes 
and three standard picture frame 
widths — either single hung or double 
hung —to give utility and pleasing 
variety to every type of architecture. 
With such a large selection to choose 
from there's no chance of missing a 
sale for want of a size or style. It also 
means you can do a volume sales job 
on a smaller inventory. 

Because beautiful Alenco windows 
are in such demand from architects, 
builders and home owners, you profit 
from faster sales, easier sales and a 
volume business that keeps all our 
dealers enthusiastic. 

Expanded production facilities now 
enables Alenco to offer these top 
quality windows to dealers and dis- 
tributors all over America who are 
interested in selling a high profit, fast- 
moving product. 


@ Stock up now with profit-making 
Alenco Windows. Write for our cata- 
log today. 


AILENCO. 


ALERITTON ENGINEERING CORPORATION 
2501 WROXTON RD. @ HOUSTON 5, TEXAS 
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Lintels for BOTH brick and block construction de- 


signed to meet Federal, State, and Local building 
code requirements, Brick lintels in lengths of 24 - 84 
inches in 6” increments. Blocks: 30 - 66 in. Can be 
nested in stacks in any convenient place, even in your 
yard or on the job. Thousands of both brick and block 


lintels in use 
*Patent Pending 


Prompt delivery and service aids tight con- 
struction schedules. Write for name of your 
nearest wholesaler and complete specifications. 





STEEL LINTELS and [poset STEEL FIREPLACE DOME DAMPERS 
AT COMPETITIVE PRICES BY CAMPCO 





ADJUSTABLE STEEL DAMPERS are revolutionary in 
the building trade! Three bodies adjust quickly and 
easily to nine standard sizes. Reduces handling, in- 
ventory investment, and storage problems Steel 
eliminates brittleness found in other materials, such 


as cast iron saves costly breakage in shipping, 


handling, and installation 


‘CAMPCO) 


CAROLINA METAL PRODUCTS, INC. 


2222 South Boulevard Charlotte, N. C. 
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PRODUCERS 


GD iu ow rrsce 


* THRESHOLD 
PLATES 


ite for NEW Catdlog and Frce List 
METAL TRIMS, INC. 


P. 0. Box 1072 . YOUNGSTOWN 1, OHIO 
P. 0. Box 632 JACKSON, MISS. 
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Dealers who concentrate on Lion roofing 
and waterproofing asphalts enjoy a good, 
steady, profitable business on a small 
investment. That’s because Lion asphalt 
products have earned wide consumer 
acceptance, and the complete line is im- 
mediately available from all leading 
building supply wholesalers. 


Lion asphalt roofing products are of the 
highest quality——the result of more than 
25 years’ progressive research and con- 
tinually improved manufacturing tech- 
niques. They meet or exceed U.S 
Government specifications. Unlike many 
roofing materials, Lion asphalts are 
carefully desalted to assure low water- 
absorption rate. They’re superior for 
steep or flat roofs and for dampproofing 
and waterproofing applications. 


Get full information about handling Lion 
roofing materials. Fill in and mail the 
coupon today. No obligation, of course. 





LIOLG 
‘wll.. GRIND The 
MOOVIMG 
PROLDITS. 












LION ROOFING ASPHALT For hot 
pplication, Most economical cover- 
ing for roofs of large buildings, 


. LION ASPHALT ROOF COATING 


For new roofs 


Liquid, ready to use, 


r to preserve old ones, 


LION ASPHALT PLASTIC CEMENT* 
For repair of breaks, cracks and 
holes in all types of roofs, Also for 
ealing and waterproofing. 


. LION ASBESTOS ASPHALT ROOF 
COATING Surface finish for new 
roofs, Also recommended for renew- 
ing old, dry roll roofing. 


LION ASPHALT R. D. PRIMER For 
dampproofing concrete or masonry. 
as primer for hot asphalt 


serves 


ipplication, 


LION COLD PROCESS LAP CEMENT 
Quick-setting, liquid asphalt. Flimi 
nates nails on lower edge of roofing. 


LION COATING NO. 3° Has a 
high filler content. Especially effec- 
tive where a tough and abrasion- 


resistant surface is desired, 

. LION BLIND NAILING CEMENT 
Jelly-like asphalt cement for apply- 

ing roll roofing and for cementing 
verings to table tops and kitchen 
ibinets, 


*Made under the process of Patent No, 2393774. 


r--------- 
| LION OIL COMPANY 
EL DORADO, ARKANSAS 
Please send me complete information about your Asphalt Roofing 
| Products and the name of your nearest wholesale distributor. 
| 
| NAME — 
LION OIL COMPANY | _) wvxess ia 
EL DORADO, ARKANSAS : city STATE a 
i 58S-l 
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Wenzlick Forecasts 
Building Boom in ‘56 


Despite several unfavorable fac- 
tors, 1956 will see a continuation of 
the building boom with about 1,200,- 
000 housing starts during the year, 
Roy Wenzlick, St. Louis real estate 
analyst and construction forecaster, 
told Southeastern building supply 
dealers at their convention in At- 
lanta, Ga., November 16. This would 
be only 100,000 units less than the 
anticipated 1955 record. 

Wenzlick expects other types of 
buildings and higher-priced homes 
to make 1956 a record construction 
year. He said the only thing to fear 
is the consensus of economists and 
businessmen that a “slump can’t 
happen.” 

Checking back over his chart of 
building cycles since 1795, Wenzlick 
said this real-estate boom has al- 
ready run two years longer than 
previous ones. However, the dearth 
of homebuilding in the depression 
years and during the war, the in- 
crease in population, and the in- 
creased income of American families 
still point to a net shortage of two 
to three million units. The rate of 
building units per 10,000 population 
is less than the rate in the roaring 
20's. 

Negative factors in the building 
picture, according to Wenzlick, are 
a decline in new family formations, 
continued rise in building costs, and 
tight mortgage credit. Family forma- 
tions are at a 14-year low, and those 
reaching marriageable age are at a 
30-year low. But the war crop of 
babies will start a record rate of 
marriages in the 60’s, with another 
housing boom, 

Wenzlick expects building costs to 
continue to rise through spring and 
then level off. 

He also expects mortgage and con- 
struction money to be tight for sev- 
eral months. He said he always op- 
posed ridiculously easy credit of 
little or no down-payment and ex- 
treme amortization periods. Since 
1956 is a national election year, he 
expects the Federal government to 
loosen credit some to assure avail- 
ability of liberal mortgage funds and 
terms. 

Other factors favorable to con- 
tinued building prosperity cited by 
Wenzlick were: 

The selling price of existing homes 
is holding up well, which indicates 
good demand for new homes put on 
the market. 
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Families with incomes of from 
$4,000 to $10,000 a year are increas- 
ing twice as fast now—and want a 
new or better home. 

Technical improvements in houses 
will provide better housing that 
families will trade up for. 

The urban rehabilitation and slum 
clearance program will bring more 
replacement units into the market. 

The growth in Southeastern metro- 
politan centers assures continued 
building demand and expansion. 

Wenzlick’s St. Louis firm has been 
commissioned to make an appraisal 
of all real estate in the District of 
Columbia. 


Construction Record 
Foreseen for 1956 


Expenditures for new construction 
in the United States may reach a 
record-breaking total of $44 billion 
in 1956, 5% more than the $42 billion 
peak indicated for this year, accord- 
ing to estimates jointly prepared by 
the U. S. Department of Commerce 
and U. S. Department of Labor. 

The new record is expected to be 
set largely through substantial gains 
in private non-residential and public 
construction, with new housing dip- 
ping slightly but continuing at a 
high level, 

The joint Federal department fore- 
cast explains: 

“The 1956 estimates are based on 
the assumption of a moderate in- 
crease in over-all economic activity. 
They reflect also the tremendous 
volume of construction now in 
progress, much of which will be 
earried over into the new year. 
Construction costs are expected to 
continue to rise moderately. In- 
creased plant capacity and rising 
productivity will prevent all but 
minor or spot material shortages. 
Investment funds were assumed to 
be adequate to underwrite the esti- 
mated level of both private and 
public construction. 

“The value of private non-farm 
residential construction will remain 
near the 1955 level of over $16 
billion in the coming year. A de- 
crease in the dollar value of new 
homebuilding will be largely offset 
by greater outlays for additions and 
alterations to older homes and for 
construction of motels and other 
nonhousekeeping residential units. 

“Expenditures for new housing 
will reflect a continuing trend to- 


ward larger homes with more quality 
features, as well as moderately high- 
er construction costs, so that dollar 
outlays will not drop as much as 
housing starts. 

“Private nonfarm housing starts 
in 1956 are estimated at about 1,200,- 
000 units — 100,000 fewer than in 
1955 and 200,000 less than at the 
1950 peak. Basically, this relatively 
high level of homebuilding in 1956 
results from the widespread demand 
for better housing in prosperous 
times, a large volume of retirements 
(demolished, abandoned, or convert- 
ed units) from the housing supply 
as well as from population increase 
and mobility. The expected 1956 
decline in housing starts had _ its 
origin in the latter part of 1955 when 
funds became relatively scarce for 
long-term, low down-payment mort- 
gages at low interest rates, thus 
affecting the financing of homes to 
be started early next year. 

“Most of the increase in private 
construction between 1955 and 1956 
is anticipated from the rise in ex- 
penditures for new nonresidential 
building to $8.7 billion—with indus- 
trial building showing the largest 
relative gain. ... 

“Probable 1956 expenditures of 
$2% billion for stores and other 
service establishments — many in 
new suburban developments and 
along expanding highway networks 
— are 17% above the 1955 total 
and 80% above that for 1954. A 
record $850 million is in prospect 
for religious buildings in 1956.” 


Sales and Prices Rise 


For the first nine months of ’55, 
the sales of retail lumber and build- 
ing material dealers were 12% more 
than for the ’54 period. U. S. retail 
sales were up 9% across the board, 
the U. S. Dept. of Commerce re- 
ported. 

The NRLDA survey showed retail 
lumber sales in September up 8.3% 
over ’54. Lumber stocks were 10.5% 
greater than a year before. 

Sales by lumber and millwork 
wholesalers were 21% greater in 
nine months this year than in ’54. 
Sales of construction materials dis- 
tributors were up 13%, according to 
U. S. Dept. of Commerce. 

The Dept. of Labor showed the 
wholesale price index for lumber 
and wood products at 125.5 for Oc- 
tober—up 4.8% from October ’54, 
and 11.7% from June ’50. 
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eo  -Gny way 
you look at it! 






SURE, it’s beautiful to look at... in grain and figure, 
in warm, light, modern color. Glamorous rotary-cut 
Gold Coast Cherry is the new beauty star in flush doors. 


More good news! Gold Coast Cherry cuts finishing 
costs: its beautiful color makes stain unnecessary its 


smooth, close texture requires no filler. 
Price? Actually lower than many domestic hardwoods! 


That’s Mengel rotary-cut Gold Coast Cherry — eye 
appeal, buy-appeal — any way you look at it. 


See for yourself: order an inspection lot from your 
distributor. Why not phone or write him . . . this very 


\ 
‘ 
profitable minute? E Rd G E L 
CA, 7 
Door Department, THE MENGEL CO., Louisville 1, Ky. Vf 
° “Le 


World's Largest Manufacturer of Hardwood Products 7 
(Mengel Permanized Furniture, Doors, OORS 
Kitchen Cabinets, Wall Closets) 
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For Dealers, Wholesalers, Manufacturers |—la|_1|' 
“The greatest loss in potential 


U. S. Timber Growing Faster than Cut 
Due to Improved Forest Management 


FOR THE FIRST TIME since the 
United States began harvesting its 
virgin forests, the country is growing 
timber faster than it is being used, 
the preliminary draft of the Timber 
Resources Review shows, It indicates 
that timber is being grown 32 per 
cent faster than it is being removed 
by cutting and by destruction by 
insects, disease, and fire. 

This increase in growth is in 
contrast with a drain 2 per cent in 
excess of growth in 1944, and a drain 
of 80 per cent in excess of growth in 
1929. 

The Timber Resources Review is 
the latest of a series of appraisals 
of our forest resources and trends 
made at about 10-year intervals. It 
was made by the U. S. Department 
of Agriculture’s Forest Service in 
cooperation with state foresters and 
agencies, forest industries, and other 
public and private organizations. It 
required over three years of plan 
ning and field survey, with the data 
figured for 1952. 

The two basic findings of 
preliminary TRR are 

“The nation’s timber requirements 
are expected to be so high by the 
end of the century that timber 
growth will need to be from 70 to 
120 per cent greater then than it 
now is, 

“Improved forest management at 
recent rates of progress appears 
unequal to providing a _ balance 
between cut and growth at the year 
2000. This means that further accel- 
eration in forest management and 
protection on both public and pri- 
vate lands must be attained if 
anticipated demands are to be met.” 

The survey showed an over-all 
net annual growth of 14,211,000,000 
cubic feet and an annual cut of 
10,744,000,00 cubic feet. Thus the 
growth was 1.33 times removal. This 
compares with the 1944 score of re- 
moval being 1.02 times growth, and 
the 1929 score of removal being 1.8 
times growth, 

The saw-timber picture is not so 
favorable but improving, according 
to the survey. Net annual growth 
was 47,269 million board feet, and 
the cut was 48,754 million board feet 
Thus removal was 1.03 times growth 


the 
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This compares with a 1944 score of 
removal being 1.5 times growth, and 
a 1929 record of removal being 5.1 
times growth. 

Some other findings of the Tim- 
ber Resource Review: 

“The United States now has 489 
million acres capable of growing 
timber for commercial use. 

“Some 115 million acres, one- 
fourth of all the country’s com- 
mercial forest land, is poorly stocked 
or non-stocked, About 50 million 
acres will require planting if it is 
to become productive within a rea- 
sonable time. 

“Condition of recently cut-over 
lands was found generally to be 
best on lands owned by the forest 
industries and on public forest 
lands 





timber growth comes from insects, 
diseases, and fire. 


“One-fourth of the timber cut is 
not now utilized. 
“The greatest possibilities for 


adding permanently to the nation’s 
timber supplies lie in improving the 
stocking on the one-fourth of the 
commercial forest land that is poorly 
stocked; in obtaining sufficient 
prompt and adequate restocking on 
cut-over areas so as to maintain 
their productivity; in realizing the 
eight billion board feet a year 
growth potential of the 50 million 
plantable acres; and in reducing the 
loss due to insects, diseases, and 
fire.” 

In commenting on the timber 
resources report, Richard E. Mc- 
Ardle, chief of the U. S. Forest 
Service, said that “we all know that 
there has been a lot of progress in 
forestry in recent years. I think we 
can all take much satisfaction in 
the evidence that, by and large, 


P— BUILDERS ~ 


MISSOURI DEALER’S SIGN TAKES U. S. PRIZE 


This highway sign of the D and G Builders Supply Co., Cape Girardeau, Mo., 
took first prize in a national outdoor sign competition sponsored by the Min 
nesota Mining and Manufacturing Co. The competition was open to any sign 
that used Scotchlite reflective sheeting to make the sign brightly visible in full 
color under auto headlights at night. The sign producer won $500 for this 
design, which features a third-dimensional can of paint and stand-out letters 
identifying the name of the dealer. The sign is 7 by 14 feet. Restaurant signs 
took second and third prizes, and a realtor’s sign placed fourth, in the contest. 


SOUTHERN BUILDING SUPPLIES for DECEMBER, 1955 











Mule-Hide Dealers For 48 Years 
SAY “WOW" a NEW PROGRAM 


beauty that lasts 
















































Why don’t you, too, grab hold of the most complete and 
effective dealer selling aid package in the building industry? 


When J. W. Clemens (left) and his son (right), Mule- — color book . nd other aids that are pulling in new 

Hide dealers in Sparta, Missouri, for 48 years, saw prospects and making extra sales for Mule-Hide 

the new Mule-Hide promotional materials they said, dealers. 

*‘That’s the most!” That’s what you, too, will say if you take a look at 
That’s what all Mule-Hide dealers are saying Mule-Hide’s package, the most complete and effec- 

about the colorful line folders, striking point-of-sale tive set of promotional tools in the industry .. . So 

materials, attractive samples, new kind af roofing why don’t you? 


ASK THE MULE-HIDE SALESMAN 


He will be glad to show you the new Mule-Hide dealer promotion 
package ... and the easy-selling new Mule-Hide products—like 
LUSTERGLAZE and LUSTERTEX Asbestos Siding, and TUFFSTONE 
Asbestos Wallboard that saws and nails like wood. 


THE LEHON COMPANY peng Nae 


PRODUCTS 
Bellwood, Illinois « Memphis, Tennessee + Wilmington, Illinois f° 


Manufacturers of famous Mule-Hide ‘‘Town & Country”, Thick Butt, Hex and 
**Safe-Lox'’ Asphalt Shingles; Roll Roofing and Asphalt Roof Coatings; ‘‘Luster- 
giaze’’ Glazed Asbestos Siding and ‘‘Lustertex"’ Asbestos Siding; ‘‘Tuffstone’’ 
Asbestos-Board and Mule-Hide A. C. Waliboard; Bathroom Cabinets and Venti- 
lating Fans, and other Quality Building Products. 
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The Ideal 
EDGE PULL- 


for any sliding door 


%h4A—3%e" x Me" VS” 
Ali popular finishes 


Simple, easy, ‘flip of the 
finger’ operation with 
an unfailing spring return 
~Adams-Rite Edge Pull 
No, 44 will fit the nar- 
rowest door, yet it is 
rugged enough to 
withstand the heaviest 
use. Made from 
solid brass to tem- 
plate it is a func 
tionally beauti- 
ful Edge Pull 
for every kind 
of sliding 
door. 


For Complete Information 
Write to 


ALIAS =L20s 


540 West Chevy Chase Drive 
Glendale 4, Calif. 


our timber situation isn’t getting 
worse, and in some respects is get- 
ting better... . 

“I believe that the study will 
convince the reader that we are not 
faced with an acute timber shortage 
in the United States, I earnestly 
hope that it will also convince the 
reader that we face a tremendous 
challenge if we are to grow enough 
timber so that our children may 
enjoy the timber abundance that 
we ourselves have known.” 

In his comment on the Timber Re- 
sources Review, Leonard G. Carpen- 
ter, president of the American Forest 
Products Industries, an association 
of wood-using industries and spon- 
sors of the Tree Farm and Keep 
America Green national programs, 
asserted that “our analysis gives 
us both satisfaction over what has 
been accomplished and optimism 
for the future. ... Timber is actually 
being grown 32 per cent faster than 
it is being removed. 

“The drain in saw-timber is now 
within 3 per cent of being in balance, 
which is a tremendous improve- 
ment over the situations in 1929 and 
1944. 

“The 3-per-cent current deficit in 
saw-timber we believe is largely 
attributable to the fact that a con 
siderable volume today is coming 
from the virgin stands of the north- 
western part of the United States. 
In this area the cut still exceeds 
the growth by 50 per cent. However, 
as the old growth forests are re- 
placed by vigorous fast-growing 
young timber this ratio can be 
expected to move toward balance. 

“In other sections of the country 
where virgin forests have already 
been harvested, the TRR appraisal 
shows an excess of saw-timber 
growth over drain. In the North, 
the growth is 1.8 times removal and 
in the South, the growth is 1.22 
times removal.” 


PAUL R. VICKERY has been ap- 
pointed sales manager for the lumber 
products of the Forest Products Di- 
vision of the Olin Mathieson Chemical 
Corp. He was field service representa- 
tive for the division before the incor- 
poration of the newly-purchased Brown 
Paper Mill, Inc., of West Monroe, La., 
into the division. Before joining Olin 
Mathieson in September, 1953, Vickery 
did sales promotion work for the 
Brooklyn Dodgers baseball team. 


Lumber Branch Managers 


Four former sales representatives 
have been advanced to new positions 
as district managers for lumber 
products in the Forest Products Divi- 
sion of the Olin Mathieson Chemical 
Corp., following the consolidation of 
the Brown Paper Mill Co. with it. 

Sales Manager Paul R. Vickery 
has announced the following as lum- 








What Dealer Personnel Should Know... 


A series of practical articles on what dealer personnel should know 


about the merits and uses of different species of construction lumber 
will begin in SOUTHERN BUILDING SUPPLIES next month. Industry 
authorities will cover redwood, Southern pine, Douglas fir, West Coast 
hemlock, Western pines and associated woods, and other species. Red- 
wood will be covered in the January issue by John Reno, utilization 


director for the Pacific Lumber Co 


He formerly was a wood engineer 


with the National Lumber Manufacturers Assn., and is co-author of the 
Rene-Kukachka wood identification chart. Be sure to read his article 
on redwood uses in SOUTHERN BUILDING SUPPLIES—and others 


in this series! 
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Why every piece of PALCO 
Architectural Quality FLAT GRAIN Redwood 





is run with the Pattern on the Bark Side 














Beauty and functional advantages 
dictate the choice of flat grain in many applications. But 
only the side toward the bark offers the full advantage 
of the redwoods’ permanent qualities. The heart side tends 
to splinter or “shell out” after long exposure. 

That’s why The Pacific Lumber Company has developed 
exclusive handling systems to control each piece through 
every step of manufacture, so that the pattern is always 
run on the bark side. Only Palco* Architectural Quality 
assures this extra premium in value... at no extra pre- 
mium in cost. For a handy free guide to aid in selecting 
the best in redwood, fill out and mail the coupon below, 
or write for Bulletin No. L-502. 


S pouily-the tut-in Keduod PALCO’ 


THE PACIFIC LUMBER COMPANY 


Since 1869 « Mills at Scotia, California 


35 E. Wacker Drive 2185 Huntington Drive 


100 Bush St. 
Chicago 1 San Marino 9, Calif. 


San Francisco 4 
*Trade Mark ® 


MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 


& ean 


DEALERS! 


This is one of a series of advertisements 
telling the exclusive Palco* Architectural 
Quality Redwood story over 2,000,000 
times each year through the building and 
architectural publications your customers 
read. The bulletin described below is avail- 
able on request, and is being made a 
permanent reference for 18,000 leading 
architectural firms through Sweet's Archi- 
tectural File. This is part of a long-range 
program to help you build your Palco* 


premium quality market. 1-502 


THE PACIFIC LUMBER COMPANY 


100 Bush St., San Francisco 4, Calif. 
Please send me, without obligation, the new bulletin 
t y bos redwood specification data, with charts showing 
o* redwood patterns, sizes, grades and grains. 
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ber products district managers: H. G. 
Brewer for New Mexico, Oklahoma, 
Kansas, and west Texas; C. L. 
Everett for the rest of Texas; W. L. 
McCrocklin for Louisiana and Ar- 
kansas, and M. W. Boeke for Mis- 
scuri, Illinois, Indiana, and Ohio. 


Manufacturers of Metal 
Ventilators Organize 


Manufacturers of meta! ventilators 
for residential roofs have organized 
the Metal Ventilator Institute and 
established offices for it at 111 West 
Washington Street in Chicago, Il. 

President of the group is Lester 
L. Smith, Home Comfort Manufac- 
turing Co. D. R. Belden, Louver 
Manufacturing and Supply Co., is 
vice-president. C. H, Leslie, Leslie 
Welding Co., is secretary-treasurer. 

President Smith announced that 
the institute would launch a national 
consumer education program on 
proper roof ventilation, especially 
in conjunction with air-conditioned 
homes. It will develop national 
standards for proper measurement 
of louver ventilating capacity. In- 
stitute members will attach a cer- 
tificate on each metal ventilator 
manufactured, giving its net free 
ventilating area. 





GEORGE M. SYVERSEN has been ap- 
pointed general sales manager for 
Dant and Russell, Inc., with head- 
quarters in Portland, Ore, Formerly 
general manager of the Fir-Tex divi- 
sion, Syversen currently is a director 
of the Dant and Russell Sales Co., 
managing director of Fir-Tex Insulat- 
ing Board, Inc., and executive vice- 
president and director of Western 
Insulated Products, Inc. Aetive in 
trade association work, he is a director 
of the Insulation Board Institute and 
the Hardboard Assn. 








Home Improvement 
Drive Gains Momentum 


Operation Home Improvement, 
the industry-wide year-long sales 
promotion campaign to make 1956 
the biggest year ever in the im- 
provement of American homes, is 
well on the way to success, accord- 
ing to John R, Doscher, OHI execu- 
tive director. He reports that all 
elements of the industry — trade 
associations, manufacturers, finan- 
cing interests, advertising agencies, 
national and trade magazines — are 
cooperating enthusiastically in the 
giant promotion. 

Under the sponsorship of the 
Chamber of Commerce of the Unit- 
ed States, Operation Home Im- 
provement is a small task force 
charged with coordinating the pro 
motional efforts of three major 
industries: building materials, home 
equipment and financing. Operation 
Home Improvement will be launch- 
ed officially by the administration 
with a proclamation by HHFA Ad- 
ministrator Albert M. Cole, to the 
effect that “’56 Is Home Improve- 
ment Year.” 

Speaking of the degree of backing 
already achieved, Doscher said that 
most of the major manufacturers 
of building materials and equipment 
are making plans now to use the 
Operation Home Improvement seal 
in their advertising schedules 
throughout the year. These manu- 
acturers will also use the seal in 
all of their promotional and public- 
relations efforts. Home service mag- 
azines are planning to use the seal 
with editorial material on home 
repair projects to back up the slogan 
“'56 ... the year to FIX.” Doscher 
pointed out this will be one of the 
few seals ever used both editorially 
and in national advertising. 

According to plans already under- 
way, every important trade associa- 
tion in the home improvement field 
is at work tying in their efforts 
with Operation Home Improvement 
to gain full benefit for members. 

Doscher announced that an Execu- 
tive Committee has been appointed 
to steer the burgeoning effort. Under 
the chairmanship of F. Stuart Fitz- 
patrick, manager of the Construction 
and Civic Development Department 
of the Chamber, the committee in- 
cludes Andrew J. Watt, general 
merchandise manager, United States 
Gypsum Co.; Paul Shoemaker, vice- 
president, Masonite Corp.; Melvin 
Baker, chairman of the board, Na- 
tional Gypsum Co.; John Dickerman, 
executive director, National Assn. 
of Home Builders; George Roscoe, 
executive director, National Electri- 
cal Contractors Assn.; and H. R. 
Northup, executive vice-president, 
National Retail Lumber Dealers 
Assn. 

Financial underwriters of OHI’s 
$100,000 budget include: National 








DONALD W. MILLER is now manager 
of gypsum sales for the Celotex Corp. 
He will direct sales of the company’s 
Celo-Rok brand of gypsum products. 
Miller joined Celotex in 1948 and has 
had 20 years of experience in the 
building material industry, at both re- 
tail and manufacturing levels. 


Gypsum Co., Masonite Corp., Con- 
goleum-Nairn, Inc., Reynolds Metals 
Co., United States Gypsum Co., 
United States Plywood Corp., the 
Chamber of Commerce of the United 


States, National Retail Lumber 
Dealers Assn., National Assn. of 
Lumber Manufacturers, American 


Home magazine, the McCall Cor- 
poration, and Life magazine. 


Reynolds Expansion to 
Hike Aluminum Output 


Construction work has been start- 
ed on an $11,000,000 expansion pro- 
gram by the Reynolds Metals Co. 
at its aluminum reduction plant at 
Listerhill, Ala. 

J. Louis Reynolds, vice-president 
in charge of operations, said that the 
capacity of the plant will be in- 
creased from 100,000,000 to approx- 
imately 140,000,000 pounds of pri- 
mary aluminum a year by enlarging 
facilities at that location. Plans call 
for completion of the work, which 
is being done without shutting down 
the plant, by August, 1956, depend- 
ing upon the delivery of materials. 

Also included in the expansion 
will be an increase in the productive 
capacity of the carbon-paste plant, 
and the construction of an experi- 
mental potline to develop new types 
of pots by testing. The latter will 
require a new $2,000,000 building 
that will produce 3,200,000 pounds 
of aluminum a year. 
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A Superior Sash Balance 


For UNIT WINDOW MANUFACTURERS 


MASTER-MATI 


TRADE MARK 


ONE-PIECE 
COMBINATION 

SASH BALANCE 

AND 3 
WEATHERSTRIP UNIT 





@ Much lower in cost than con- 
ventional Sash Balances plus 
Jamb Weatherstripping. 








@ Cuts installation labor costs. 





@ Greater Durability. | SILENT 
FLOCKED 


@ Smoother and Easier window ; SPRINGS 
operation. beg ' 


® Maximum Weatherseal. 


@ Automatic Compensation for 
sash shrinkage and expansion. 


Adaptable for ‘‘Removable 


Sash”’. 
YOUR INQUIRY INVITED 


Made by the manufacturers of the famous MASTER NO-DRAFT, the “Original” 
and “Most Widely Copied” combination sash balance and weatherstrip unit. 


MASTER METAL 1744 N. Kilbourn Ave. 
STRIP SERVICE, INC. Chicago 39, III. 
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NLMA to Provide 
More Technical Help 


At their annual meeting in Wash- 
ington, D. C., November 16, directors 
of the National Lumber Manufac- 
turers Assn. voted funds to expand 
the association’s technical assistance 
to builders, architects, and engineers 
in a two-part program. 

The group will (1) prepare a how- 
to-do-it manual on recommended 
framing and construction details for 
carpenters and building foremen and 
(2) publish additional data on the 
cost of wood construction versus 
other building methods. NLMA re- 
cently published a booklet showing 
economies possible through use of 
wood in school construction, and the 
future publications will give similar 
data for commercial, industrial, and 
mercantile structures. 

The directors elected Lawrence D. 
Kellogg, president of the L, D. Kel- 
logg Lumber Co., Alexandria, La., 
NLMA president for the coming 
year. He succeeded Judd Greenman, 
who was named board chairman. 

Walter M. Leuthold, Deer Park 
Pine Industries, Deer Park, Wash., 
was elevated to first vice-president. 
Regional vice-presidents include A. L, 
Helmer, president of the Western 
Pine Assn.; N. B. Giustina, president, 
West Coast Lumbermen’s Assn.; Ar- 





R. M. (DICK) KUHNE is the new sales 
representative for the merchants hard- 
ware line of the National Lock Co, in 
the Southeast. He will call on jobbers 
and dealers in Georgia, Alabama, North 
Carolina, South Carolina, and east Ten- 
nessee, from Howell House headquar- 
ters in Atlanta. A graduate of the Uni- 
versity of Illinois, he has had six years’ 
sales promotion service in National 
Lock’s Rockford, Ill, headquarters. 
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thur Temple Jr., president, Southern 
Pine Assn., and Henry W. Jones, 
vice-president, Southern Hardwood 
Producers, Inc, 

Peter S. Knox, president of the 
Prefabricated Home Manufacturers 
Institute and head of the Knox Corp., 
Thomson, Ga., told the group that a 
speed-up in the simplification and 
standardization of lumber sizes 
would constitute a first step toward 
lower housing costs. Knox estimated 
that the prefab industry will nearly 
double its consumption of lumber 
products this year, as compared with 
the '54 figure. 

The Timber Engineering Co., re- 
search affiliate of NLMA, unveiled a 
new laboratory model of an elec- 
tronic device that sends concentrated 
ultrasonic waves through a piece of 
wood to determine its strength. What 
happens to the sound on its journey 
is revealed on the screen of an oscil- 
loscope. 

This device is expected to take all 
the guesswork out of lumber grading. 
To the builder and his customers, 
this will mean that smaller, more 
economical pieces of lumber can be 
used for load-bearing installations. 
Sound waves from the electronic 
tester also are expected to determine 
the slope of grain exactly, another 
factor in determining strength. 


Handsplit Shakes to Be 
Graded and Promoted 


Handsplit red cedar shakes, pio- 
neer roofing material which is 
experiencing a widespread revival 
in popularity for roofs and walls of 
modern homes, are to be grade- 
marked, inspected, and nationally 
advertised under a program adopted 
by the Red Cedar Shingle Bureau. 

Official grading rules covering the 
manufacture and packing of hand- 
split shakes have been published 
and a trade-marked “Certi-Split” 
label will be used to identify every 
bundle of shakes produced by par- 
ticipating shakemakers, according to 
Virgil G. Peterson, bureau secretary- 
manager. The activity is being car- 
ried out in cooperation with Hand- 
Split Red Cedar Shake Assn. 

Peterson said that copies of grad- 
ing rules for the various types of 
handsplit shakes are available free 
of charge upon request to the Red 
Cedar Shingle Bureau at 5510 White 
Building, Seattle 1, Wash. 


"Wandering Keys’ Return 


Two years ago this fall the Forrest 
Lumber Co. in Slaton, Tex., was bur- 
giarized — but nothing was taken 
except a set of keys to houses then 
under construction, 


Recently the firm’s office was 





Vv. R. BELDEN is now merchandise 
manager of dealer sales for the United 
States Gypsum Co., covering the United 
States and Canada. Belden has been 
with USG for 19 years and was mer- 
chandise manager for insulation prod- 
ucts before the recent promotion. He 
replaced George V. Lane, who was 
named regional manager in California. 


broken into again. This time nothing 
was taken and the keys were re- 
turned. The burglar entered through 
a 13-by-14-inch opening in a door 
and left foot-prints eight inches long. 

Manager Don Britt believes it was 
a child, who apparently had a change 
of heart. 


Formica Gets Award 
for Management Team 


The Management Club of the 
Formica Co., Cincinnati, Ohio, re- 
ceived the first annual “Management 
Team of the Year” award of the 
National Assn. of Foremen at the 
body’s 32nd national convention in 
Fort Worth, Tex., recently. 

Presentations were made to both 
the company and the club. D. J. 
O’Conor Jr., Formica’s president, 
accepted in behalf of the company. 
George Tomlinson, club president, 
accepted for his group. 

In making the award, NAF Presi- 
dent Gordon R. Parkinson cited three 
accomplishments in which the club 
played a leading role: 

First, a significant improvement 
in the company’s rejection rate of 
laminated plastic sheeting 

Second, a safety program which 
reduced man-hours lost from 13,464 
during an 18-month period prior to 
installation of the program, to zero. 

Third, a program which reduced 
the cost of factory supplies. 
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Dealers Get Competitive Sales Tips at 


DEALER attendance at the third an- 
nual Southeastern Dealer Conven- 
tion and Building Material Show in 
Atlanta, Ga., November 16-18, shot 
up along with the number of spon- 
sors and exhibits. Attendance by 
dealer personnel exceeded 400 — 10 
per cent up from 1954. Attendance 
by dealers, suppliers, exhibitors, and 
guests totaled 1,244, compared with 
959 at the ’54 S. E. convention. 

Ninety-one exhibitors displayed 
their latest products and uses to 
dealers and suppliers in the packed 
Exhibition Hall and Pompeian Room 
of the Atlanta Biltmore Hotel. 

The Alabama Building Material 
Exchange joined the Florida, Geor- 
gia, and Tennessee dealer associa- 
tions in sponsoring this third South- 
eastern regional show. 


Converting Prospects 


At the opening luncheon Wednes- 
day, the University of Florida’s Dr. 
Frank Goodwin urged his attentive 
audience to “keep your eye on the 
doughnut and not on the hole if you 
would sell your share of the volume 
in 1956.” 

The marketing and sales specialist 
urged the building supply dealers 
to recognize and respect the whole 
personality of their prospects in 
order to make and keep them cus- 
tomers. He explained that of every 
five prospects, one is pleasant and 
easy to sell, another is difficult and 
mean to deal with, and the other 
three could be swayed by which of 
these two groups in which they were 
placed. 

Goodwin said every salesman is 
classified in the first 10 seconds of 
the interview or contact, and that 
a warm smile was the royal carpet 
to friendly business. He recommend- 
ed sincere courtesy as the armor 
against the mean and difficult pros- 
pects. “Recognize that the prospect 





Honor “Mr. Construction” 


F,. Stuart Fitzpatrick, organizer 
and manager of the Construction and 
Civic Development Department of 
the U. S. Chamber of Commerce, on 
November 4 became the third holder 
of the Producers Council’s prized 
“award of recognition for outstand- 
ing service to the construction in- 
dustry,” at a dinner in Washington, 
D. C., on November 4. In attendance 
were over 300 industry executives 
from all parts of the nation. 

Fitzpatrick, who is known in 
building circles as “Mr. Construc- 
tion,” has been associated with the 
national chamber for 37 years. He 
was instrumental in organizing the 
Building Research Advisory Board 
and the Building Research Institute. 


wants a preference, tell him the 
whole story of your product, and 
then seek his decision. Courtesy wil! 
help make it a favorable one.” 

Speaking for the National Retai 
Lumber Dealers Assn., H. R. (Cot 
ton) Northup, executive vice-presi 
dent, enumerated important service 
and projects in behalf of the nation’ 
lumber dealers during the month 
ahead. He urged them to talk to thei 
congressmen in favor of extension 
of the FHA Title I home improv: 
ment legislation. 

Northup reported on the great em 
phasis to be given home improve 
ments and the lumber dealer a 
headquarters for information by na 
tional material manufacturers 
by consumer magazines during 1956 

He announced the appointment of 
Oertell Collins, Savannah dealer and 
director for the Building Material 
Merchants of Georgia, to the NRLDA 
Executive Committee as the South 
eastern district representative 

Roy Wenzlick, St. Louis economist 
and construction analyst, discussed 
“Your Sales Potential in 1956.” (Se« 
separate report on page 12.) 


Lu-Re-Co Building 


Wednesday night 
Harrell, research 
Lumber Dealers 
explained “What Lu-Re 
Co Can Do for You.” He showed 
slides of the yard fabrication of 
modular panels for exterior wal! 
floors, interior partitions, and of 
storage walls and roof trusses for 
faster, more economical constructio! 


ana 


At a 
Raymon 
of the 
Council, 


meeting 
directo! 
Researc!} 


Record S. E. Show 


of modern homes. Harrell advocated 
the manufacture and sale of such 
components to compete with pre- 
fabricated homes and to eliminate 
by-passing of the dealer by builders 
who buy lumber and other materials 
direct from producers or whole- 
alers. 


Modern Home Trends 


At the Thursday afternoon busi- 
ness session, Wadsworth Wood, pub- 
lisher of Small Homes Guide and 
Home Modernizing, showed color 
movies of “Homes ‘Round the 
World.” They included modern 
homes in 22 countries. He empha- 
ized the prevalence of solid ma- 
onry home construction in southern 
and eastern Europe and the Middle 
East due to lumber shortages. 

Summarizing his impressions of 
modern home trends, Wood said that 
tri-level homes are growing in pop- 
ularity, homes everywhere are being 
planned around the needs of chil- 
dren, kitchens and dining areas are 
being integrated handsomely for en- 
tertaining, most homes have glass 
walls that fit in with outdoor living. 


Designed for Selling 


Building supply stores must be 
designed for selling” if dealers are 
to make profits and maintain their 
function as the distributors of build- 
ing products, Robert A. Jones em- 
phasized in his session on “More 
Profits through Better Merchandis- 
ing.” 
The 


executive vice-president of 


One of the best-attended business sessions at the Southeastern dealer convention 


in Atlanta was that in which Robert A. Jones, executive vice-president of the 


Middle Atlantic Lumbermen’s Asen., 


explained modern trends in retail store 


merchandising and the ingredients of a well-designed building supply store. 


Among the dealers who heard him were those seen above. From left, the group 
includes Charles T. Rhyne Jr. of Newport, Tenn.; J. B. MeLain of Marietta, Ga.; 


Merchandiser Jones of Philadelphia, Pa.; 
Kendall is president of the Carolina Lamber 


Alex Kendall of Florence, 5. ©. 


Tom Joyner of Lakeland, Fla., and 


and Building Supply Assn. 
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the Middle Atlantic Lumbermen’s 
Assn. and a pioneer in the industry 
in behalf of retail store merchan- 
dising, Jones showed 40 color slides 
of outstanding modern building sup- 
ply stores in different size cities and 
different types of markets to make 
the point that good store planning 
and operation is basic in all. 

Among his illustrated recommen- 
dations for a profitable store and 
merchandising operation: 

Design store from inside out, not 
outside in. 

Design fixtures for products to be 
shown and sold, Display every possi- 
ble item. 

Make fixtures inexpensively in 
own shop or on job. Keep them low 
enough so any point in store can be 
seen from any other point—to locate 


customers and to avoid pilferage. 
Pyramid fixtures and build their 
bases off floor for easier view and 


cleanliness. 

Locate fixtures for free flow of cus- 
tomers and impulse traffic to sales 
eounter or offices. 

Have store well lighted for selec- 
tion of merchandise and for view 
through open, uncluttered show win- 
dows at night. 

Put prices, sizes, species or types 
on all displayed merchandise for 
easy choice and self-selection by 
customers. 

Offer pre-cut lumber and plywood 


for Do-It-Yourself trade. Possibly 
set aside space for a Handyman’s 
Mart. 

Use much color on salable mer- 


chandise or charts in paint depart- 
ment to stimulate desire and choice 
by customers. 


ceca 


. 


- 7 


i eee Amore 


Among the 91 exhibits at the third Southeastern dealer 
convention and building material show in Atlanta last month 
that attracted dealer personnel and suppliers alike, the two 
shown here were unusually different and interesting. This 
was the largest show ever held for building supply dealers 


in Dixie. 


At left, Mr. and Mrs. T. O. Lashlee of Humboldt, Tenn., 
watch the weaving of aluminum sereen wire in the booth 
of the Consolidated Wire Products Co., Georgia manufac- 
turers of wire screen, framed aluminum screens, and tension 
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Have adequate signs on store or 
yard for easy identification by traffic 
approaching from all directions. 

Provide ample parking space for 
customers. 

Plant some shrubs or flowers in 
plots or boxes to brighten up store 
and identify it with homey atmos- 
phere. 


Campaign on Blight 


At the final business session Fri- 
day, Robert L. Wright, field service 
manager of the American Council 
to Improve Our Neighborhoods, ex- 
plained its purposes and program for 
ACTION in overcoming the blight 
of age and decay among our nation’s 
45 million non-farm dwelling units. 

Nearly one-half of these housing 
units need routine annual mainte- 
nance to remain in acceptable physi- 
cal condition, Wright said. Another 
20 million require repairs and im- 
provements. It is estimated that an- 
other 5 million dwelling units are 
now slums and should be demolish- 
ed. Wright said the building material 
dealer is a key person in this cam- 
paign that should result in a $15 bil- 
lion expenditure a year for repairs 
and improvements. 


"Do-It- Yourself’ Profits 


Dillard Munford, president of the 
Munford Do-It-Yourself Stores in 
the Southeast, told the lumber deal- 
ers that they might be passing up 
extra business and extra-good profits 
by not catering to the Do-It-Yourself 
trade. He said his firm had proven 
that a dealer could realize a 35-per- 


ay: 


screens, Their tall host is David Meroney, vice-president and 
sales manager of the firm. 

At right, Associated Distributors of Atlanta tied in with 
the theme of the regional convention, “Planning for Profit,” 
by installing a partial model showroom with displays of 


cent mark-up on a $17,000 inventory 
of big-ticket hardware items and 
related building materials, and at- 
tain a $130,000 annual sales volume. 

Among the trade tricks of the 
Munford stores are demonstrations 
to attract and keep store traffic, at- 
tractive store with dressed-up front, 
guarantee of work done by customer 
following proper instruction, fur- 
nishing of simple instruction sheets 
to save salesman’s time, regular 
newspaper advertising stressing the 
fact that a customer—even a woman 
—can install certain materials and 
make certain items, and the selection 
of merchandise on value and useful- 
ness. 





Torrence on Distribution 


Bringing the convention to a close, 
Findley M. Torrence, a dealer and 
secretary of the Ohio Assn. of Re- 
tail Lumber Dealers, said the solu- 
tion to the so-called breakdown in 
distribution and by-passing of the 
retailer lies in the dealer engaging 
in these five steps: 

1. Concentrate on consumer sales, 
rather than contractor business. 

2. Gauge market for and perform- 
ance of products sold. 

3. Check prices and be sure mark- 
up is profitable. 

4. Advertise prices with emphasis 
on packaged unit. Make customer 
proud of value and cost enhancing 
his equity in home. 

5. Control sale through leadership 
and handling of finances for job. 

6. Sell creatively through full 
knowledge of product and its useful- 
ness and value to customer. 


Pf’ clive Me whandising 


% STRATE GK 





paints, hardware, and tension screens. The poster explained 


that “effective merchandising is strategic action to get the 
right product, in the right place, in the right light, in the 
right quantity, at the right time, at the right price.” Several 
dealers ordered display fixtures on the spot. 
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“Merry Christmas, Follel 


| get around-and I'm telling you- 
there’s a world of Sales Prospects 
for 


JACKSON 
Pump Tanks!” 





Jackson Hydro-pneumatic 
PUMP TANKS... 


are needed by people who build beyond city water mains; by 
those whose water requirements or construction loan specifica- 
tions call for larger pressure tanks — and by everyone who wants 
a tank that works in perfect harmony with its team-mate .. . 


the pump! 


Jackson Pump Tanks are of heavy gauge steel, all welded con- 
struction. All threaded openings are heavy drop forgings. Tanks 
are hot-dip galvanized inside and out after fabrication. 


Check These Specifications; 


Vertical only - horizontal on special order. Ex 
12 gallon... scctaleeite 12" dia. x 24" 
18 gallon 12" dia. x 36" 
42 gallon ora 20" dia. x 32" 
82 gallon obs 20" dia. x 60" 
PO I So cicsninsctsvchdedede 24" dia. x 60" 


% 


W. L. JACKSON MANUFACTURING COMPANY — ‘ean 


1222°EAST 40° STREET CHATTANOOGA 7, TENN. 


SALES REPRESENTATIVES 


CARL A. SCHOLLE J}. A. LLOYD, Factory $ yent* JA LLOYD, Factory Sales Agent* 


L. O. LEDFORD, Sales Agency 
ue 3517 Hanover 375 Whitehall St WV 2506 Lucane Street 


311 Chickamauga Ave 
Rossville, Georgia University Park 
Telephone 89-5554 Dallas 25, Texas 

Telephone EMerson 4228 


*"WAREHOUSES AT THESE LOCATION 


Atlanta, Ge Charlotte, N. C 
Telephone LAm« Telephone FRanklin 5-8258 
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Lupton Windows—like blue chip stocks 
dustry for quality and dependability. 
They know advertising and promo- 
tion has established Lupton as a 
brand name to be trusted. 


When you stock Lupton Metal 
Windows, it’s like buying a blue-chip 
stock, Repeat sales from satisfied 
builders are your dividends. 


Sales records show that the same 
builders buy Lupton Windows for 
their jobs, time after time. 


They know the service record of 
Lupton Windows . . . no sticking, 
rotting, warping, swelling or rattling. 
They know there’s a Lupton Window 
available in steel or aluminum for 
any job they get. They know deliv- 
eries are prompt. They know that for 
fifty years Lupton Windows have 
been recognized throughout the in- 


There’s a Lupton distributor near 
you with more information about 
profitable-to-handle Lupton Win- 
dows — or we'll be glad to send the 
information direct — write today. 
MICHAEL FLYNN MANUFACTURING COMPANY 


700 East Godfrey Avenue, Philadelphia 24, Pa. 


Member of the Steel Window Institute and Aluminum 
Window Manufacturers Association 


LUPTON 


REG. U. BS. PAT. OFF. 


METAL WINDOWS 


Houses in Pottstown, 
Penna., designed and 
buile by Allen K 
Davidheiser 
Windows: Lupron 
Aluminum Residen 
tial Casements 














Lupton Casement 
Steel or Aluminum 








Lupton Aluminum 
Double Hung Window 
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SALES HELPS FOR 
LUPTON DEALERS 


Ask your distributor for 
these NEW Lupton sales 
helps: 


NEW POSTERS 
Big —— colorful . ° 
eyecatching. 28 inches 
by 38 inches. Printed 
in 11 colors and lac- 
quered 


NEW ENVELOPE 
STUFFERS 
One features Lupton 
Aluminum Double 
Hung Windows. 
One features Lupton 
Casement Windows 


Make your sales easier 
with these colorful mer- 
chandising aids . they'll 
help make customers out 
of prospects. 


Partial List of Southern 
LUPTON Distributors 


ALABAMA 


Birmingham 1: Virginia Steel Co., Inc. 
P. O. Box 1152, 1007 37th Place North 


DELAWARE 


Wilmington: Jandy, Inc. 
3407 Lancaster Ave. 


DISTRICT OF COLUMBIA 
Washington 11: 
Cushwa Brick & Building Supply Co. 
137 Ingraham St. N.E. 
FLORIDA 


Gainesville: Stringfellow Supply Co. 
P. O. Box 152, 536 S. W. Second Ave. 


Jacksonville: George C. Griffin Co. 
P. O. Box 5151, 1038 Kings Ave. 


St. Petersburg: Metal Building Products, Inc. 
P. O. Box 1559, 2700 22nd St. North 
GEORGIA 


Atlanta 1: Henry Taylor & Son 
P. O. Box 1328, 1058 Amsterdam Ave. N.E. 


KANSAS 


Kansas City 10: Lusco Brick & Stone Co. 
1136 Southwest Blvd. 


Wichita 1: Lusco Brick & Stone Co. 
P. O. Box 1481, 342 N. Waco St. 
KENTUCKY 


Covington: Tate Builders Supply Co., Inc. 
P. O. Box 27—Rouse Sta., 19th & Russell Sts. 


Erlanger: Tate Builders Supply Co., Inc. 
47 Dixie Highway 


Louisville: John W. Bishop 
319 W. Jefferson St. 


LOUISIANA 


Alexandria: F. A. Flynn, Building Specialties 
P. O. Box 372, 140 Wheelock Ave. 


New Orleans 19: Favrot and Pierson 
3511 Toulouse St. 


Sales Offices and Sales Representatives 


MICHAEL FLYNN MANUFACTURING COMPANY 


Shreveport: American Metal Window Co. 
P. O. Box 819, 112 Caddo St. 


MARYLAND 


Baltimore 3: Maryland Steel Products Co. 
P. O. Box 1997, Bush & Ridgely Sts. 


NORTH CAROLINA 


Charlotte: R. J. Lock Steel Products Corp. 
P. QO. Box 1763, 1200 W. Moorehead St. 


SOUTH CAROLINA 


Columbia: Kline lron & Metal Co. 
P. O. Box 1013, 1225 Huger St. 


TENNESSEE 


Knoxville: Dealers Warehouse Corp. 
1372 North 6th Ave. 


Nashville: McMurray Structural Steel Co. 
1504 Demonbreun St. 


TEXAS 
Dallas: American Metal Window Co. 


P. O. Box 10173, 1205 Levee St. 


E| Paso: Electrical & Mechanical Supply Co. 
P. O. Box 3247, Sta. A, 708-716 N. Piedras St. 


Houston: Jim Lunsford Company 
1525 N. Post Oak Road 


VIRGINIA 


Bristol: Central Warehouse Corp. 
P. O. Box 85, 512 Scott St. 


Richmond 21: Virginia Steel Co., Inc. 
Mailing—Stewart Station Post Office 
Office—3122 W. Cary St. 


WEST VIRGINIA 


Charleston 28: Fireproof Products Co. 
P.O. Box 2311, Suite 422-Professional Bldg. 


Martinsburg: Richard R. Feller Co. 
P. O. Box 543, 900 Baltimore St. 


NEW YORK 

51 East 42nd Street 
New York 17, N. Y. 
CINCINNATI 

De Sales Building 


MAIN OFFICE AND PLANT STOCKTON (Warehouse) 
700 East Godfrey Avenue 1441 Fremont Street 
Philadelphia 24, Pa. Stockton, Cal. 


LOS ANGELES KANSAS CITY 
(Warehouse and Sales) (Herb W. George) 


2009 E. 25th Street 9209 Cherry St. 
Los Angeles, Cal. Kansas City 5, Me. 


UPTON 


REG. U.S. PAT. OFF. 


METAL WINDOWS 
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1620 Madison Road 
Cincinnati 6, Ohio 





Why the ‘Y’ 


LONE STAR 


MASONRY MORTAR 








@ Unusually pleasing in appearance is the new YWCA in 
Amarillo, crossroads of the Texas Panhandle. Attractive 
masonry walls reflect the companion attributes of architec- 
tural excellence, good workmanship and good mortar as the 
essence of good wall performance. 


There are four good reasons why the ‘Y’ used Lone Star 
Masonry mortar: 


1. SAVES TIME AT MIXING BOX: One ready-to-use cementing material means one 
less variable in proportioning. No lime or portland cement to add, no soaking or slaking. 
Rigid control throughout manufacture means uniform quality from batch to batch 


2. SAVES TIME ON SCAFFOLD: Extra fat mortar spreads easily, never 
gums up the trowel; easier to tool, makes a neater job; assures strong, 
permanent bond, 


3, WEATHER-RESISTANT WALLS: No added waterproofing material is 
needed; inherent water repellency and low absorption protect against 
weathering action. Chemical soundness safeguards against delayed ex 
pansion of joints; repointing eliminated. 


4. NON-EFFLORESCENT: Lone Star Masonry Cement is practically free 
from salts; low absorption and high water repellency restrain leaching 
out of salts in water, sand or brick. 


All this adds up —adds up to Lone Star Quality, which 
always means the highest attainable standards. Insist 
on Lone Star Masonry Cement, for outstanding perform- 
ance that builds praed bew for Designer, Mason, Dealer. 


LOWE STAR CEMENTS COVER 
THE ENTIRE CONSTRUCTION FIELD 


YWCA BUILDING 
Owner: CITY OF AMARILLO, TEXAS 
Architect: MACON 0. CARDER 
Genera! Contractor 
FLOYD RICHARDS CONSTRUCTION CO 
Sub-contractor—-Masonry 
VAN DORAN BRI-TICO CO 


Lone Star Portland and Masonry Cements 
from: CROWE-GULDE CEMENT CO 
all of Amarillo 


CORPORATION 


Offices ABILENE, TEX ALBANY, N.Y. . BETHLEHEM, PA 

BIRMINGHAM - BOSTON + CHICAGO + DALLAS + HOUSTON 

INDIANAPOLIS - KANSAS CITY, MO. + NEW ORLEANS - NEW YORK 
NORFOLK + RICHMOND + WASHINGTON, D.C. 


LONE STAR CEMENT, WITH ITS SUBSIDIARIES, IS ONE OF THE WORLD'S LARGEST 
CEMENT PRODUCERS: 18 MODERN MILLS, 141,600,000 SACKS ANNUAL CAPACITY 


DECEMBER, 1955 .. . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





DECEMBER, 1955 


The two children’s bedrooms at 





left become one open playroom 
during the day—simply by push- 








ing back two folding doors that 








serve as room dividers. Folding 
doors can be upholstered with 








fabric, painted, wallpapered, or 





left in their natural finish, Doors 








are made in many wood species. 


SELL FOLDING DOORS one: nnn alent 


product can be installed in seven 
minutes. 

e = Folding doors are available to 
to incredseé livin S$ ace fit any size door and to serve as 
g Pp dividers for nearly any size room 
Possibly the largest installation is 
a door that spans more than 84 
© Within the last few years, fold- problem caused when two doo! feet in a Newark hospital ward. 
ing doors have become increasing- are near each other and conflict A wide variety of styles in wood, 
ly popular with homebuyers and in opening. They are said to save fabric, or plastic is available. One 
builders as an economical, prac- up to nine square feet of flo tyle has a metal frame covered 
tical way to save space and divide space often wasted by swingil vith fabric or plastic. Another type 
rooms. doors. is made of wood slats that hang 
Architects appreciate folding In many instances, folding doo: vertically, woven together with 

doors because they eliminate the make a good Do-It-Yourself iten (See FOLDING DOORS page 69) 


Folding doors installed in display rooms help prove how sturdy 

they are, even under use by careless children. At left, the E. W. 

Stewart Lumber Co., Dickson, Tennessee, installed one to close 

an office closet. Below, the Eisinger Builders Supply Co., 

Rockville, Maryland, has doors installed in display room but 

also uses miniature to demonstrate installation methods and 
ease of operation, 
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The four room “shell house” 
offered by the Rosedale Lam- 
ber Company in Little Rock, 
Ark., measures 24 x 28’. It 
contains two bedrooms with 
closets, bath, linen closet, 
kitchen, and living room. Cus- 
tomers are attracted by fre- 
quent classified newspaper 
ads and by the display house 
across the street from the 
store. House is pictured at 
right and in bottom photo, 
where salesman has an office 
in the dining area. Photo 
below shows customers select- 
ing materials for interior. 


Dealer builds repeat D-1-Y sales with 
PARTLY FINISHED HOUSES 




































































© A four-room house with several 
quality features of promotional 
value is being built repeatedly on 
owners’ foundations for only $3,485 
by a Little Rock, Arkansas, lumber 
dealer who wants long-range vol- 
ume from the Do-It-Yourself cus- 
tomer. 

During the past 12 months, the 
Rosedale Lumber and Paint Com- 
pany has built 50 of these attrac- 
tive houses. The owner does the 
finishing himself. 

This finishing includes installing 
the bathrooms and kitchen plumb- 
ing fixtures, sanding and finishing 
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floors, and painting the walls and 
woodwork. 

The prospective home - owner 
must have his lot and foundations 
ready, and he must dig his own 
sewer lines. For only $100 down 
payment —- which actually just 
covers closing costs — he arranges 
with the Rosedale firm to build 
the house from the dealer’s own 
plans. Monthly payments run $40. 

The house is not a cheap, make- 
shift structure. It is a well-built 
home that puts a quality roof over 
the owner’s head while he works 
on finishing the house himself. 
Specifications call for two-by-eight 
floor joists, 16 inches on center; 
two-by-six ceiling joists, 16 inches 
on center; two-by-four studs, and 
two-by-six rafters. 

The gypsum board walls are 
taped and cemented, ready for 
paint. The roof is of thick-butt 
shingles. There are built-in kitchen 
cabinets. The outside is finished 
with two coats of paint. 

The entire house is adequately 
wired, with simple fixtures and 
two receptacles in each room. The 
two outside doors and the bedroom 
closet doors are made of Philippine 
mahogany. 

The display house is shown 
across the road from the lumber 
yard. One large sign reads, “As 
You See It, $3,485.” 

Another sign reads, “Built On 
Your Lot and Your Own Founda- 
(See UNFINISHED HOMES page 70) 
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By AL QUINN* 


NOTHING DOWN «+ UP TO 3 YEARS TO PAY 


© In advertising to the farm mar- 
ket it is necessary first that we 
analyze the market, just as we 
do any other market. 

Secondly, we must analyze the 
people who constitute the market. 

Next, we must analyze our- 
selves, our business, and find out 
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Prices Are Always Right At 


WM. CAMERON & CO. 


BUILDING MATERIALS AND SERVICES 





what we have to offer the 
market in the way of serv- 
ices, materials, knowledge 
of products peculiar to the 
market, location of our 
yard, our sales personnel 

When we have learned 





SEE US FOR NEW HOMES 


WM. CAMERON & CO. 


Gl Terms: Nothing down, except closing charges. 
Also PHA and Conventional Financing. 


Prices Are Always Right At 


BUILDING MATERIALS AND SERVICES 








these things we must then 
decide how best to get our 
story, through advertising, 
to that market 

An analysis of the farm market 
will reveal that it is first of all 
identical to the urban market 
There is the farm home which 
requires paint, repairs, wallpape! 
insulation, roofing, and everything 
else that the urban home re 
quires. 

If you sell appliances the farm 
market is a wonderful one fo! 
ranges, radios, dishwashers, clothe: 
washers and dryers, deep freezer: 
television sets — and all the othe: 
things that go to make up the 
modern home. 

Then, there is another market 
within this market. It is estimated 
there are about 40 million majo: 
structures on the farms of America 
They are made of lumber, corru 
gated iron, aluminum, and roofing 
They require paint and, in many 
sections of the country, stock barn 
are insulated. There must be mil 
lions of miles of fences around 
the farms and ranches of America 
Think of the posts and fencing 
needed! Think of the cattle guard 
and gates! 

Next, we analyze the people 
who make up the farm market 
Here, I believe, is where many 
business people make mistake: 
They cling to the opinion that the 
farmer is a hick. They believe he 
is misinformed and gullible. A 
good percentage of today’s farmer: 
are graduates of colleges. They 
have radios and television set 
newspapers and magazines, and 
every other form of communica 
tion available to the urban dweller 
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The newspaper ads reproduced 
here are typical of those run by 
Wm. Cameron and Company for 
their 70 retail building supply 
yards in Texas, Oklahoma, and 
New Mexico. That above, fea- 
turing “cameronize,” lists home 
improvements this dealer makes 
and also offers plans, terms, and 
assistance. The two- 
ad below promotes 
“package sales” and easy terms 
on “Good Buys in high-quality 
Building Materials.” 


financial 
column 


When analyzing the things your 
yard has to offer the farm trade 
don’t be too sure they are self- 
evident. There are no books, no 
tatistics, no records, to tell you 
about that. Just give your opera- 
tion a thorough and impartial in- 
ventory. Don’t ask your friends; 
they will give you a good report 





© This feature is the abridged text 
of a speech made by Al Quinn in 
the farm market clinic at the re- 
cent NRLDA Building Products 
Exposition in Cleveland, Ohio. He 
is director of advertising for Wm. 
Cameron & Co, This firm is the 
largest producer of stock millwork 
in Texas. It also operates a chain 
of wholesale material houses and 
70 retail building supply yards in 
Texas, Oklahoma, and New Mexico. 








~~ and your enemies will make you 
ashamed of the place. It is up to 
the owner and the manager to 
keep a critical eye open, always, 
looking for things that might be 
improved, 

Up to now I have said very 
little about advertising and that 
only in generalities. But, I have 
talked about the most important 
things in advertising. It has been 
said that anything that can’t be sold 
without advertising, can’t be sold 
with advertising. The only differ- 
ence is that with advertising more 
of it can be sold, and at a cheaper 
price. 





A COTTAGE 


THAT CAN GROW 


FOR THE FARM RANCH LAKE26508T 


TRUCK, TRACTOR AND 
MACHINERY EMAMEL 


Shown here is one 
page of a four-page 
self-mailing folder 
like those Wm. Cam- 
eron mails season- 
ally to holders of 
“rural route box 
holders.” The ad- 
dress fold urged re- 
cipients to “Build 
your barns, sheds, 
bins with materials 
from Wm, Cameron 
& Co., where prices 
are right. Everything 
for farm and ranch 
construction.” The 
inside spread _ fea- 
tured Hotpoint garb- 


age disposals, dish- 
washers, and room 
air-conditioners. The 
back fold promoted 
all-weather awnings 
and = Do-It-Yourself 
garage doors. Wm. 
Cameron frequently 
mail 414x7-inch col- 
or promotion cards 
to individual home- 
owners and farmers. 


Discussing advertising that 
“Tells and Sells” is very much 
like holding up a ring of keys 
and saying: “With these keys you 
can unlock the entrance door to 
your store.” That may be so 
perhaps there is a key or two or 
three here that will open up your 
place of business. 

We shall briefly discuss some of 
the most popular keys to adver- 
tising success but it will be up to 
each individual to find the ones 
that fit his market, the personality 
of his business, his budget, and 
the advertising media available 
to him. 


yous bomiby has curgrown yous bume ot pow praseot meds requue 
sere apnen, se an chowt abding + vom. We have basic plans tor added 
remvtee tes ore vhayrette ve 6 mayerity oh hemes Woth aminer changes they 
err edagnathe tw all boimes We will eupply ter plans ond marerial and pon 
build or wr will be the camper job Pimsrning caw be orranged 











The most important thing in it is more applicable today than 
advertising to the farm market, ever before. This is a fast moving 
or any other market, is consistency world, lots of things going on, 
That has always been true but (See ADS THAT SELL page 76) 


CHRISTMAS AND “DO-IT-YOURSELF” SALES GO TOGETHER 


at far right shows “Do-It-Yourself gifts.” The firm has 


The Vulean Lamber Company in Pratt City, Ala., dressed up 
done a profitable amount of D-I-Y business since its open- 


its front windows with wintry scenes and “Christmas gift 
suggestions” soon after its opening last year, The Wood 
Lumber Company of Birmingham bought and transformed 
an inactive yard into the handsome store pictured above, to 
serve this Birmingham suburban area. The front window 


ing and provides plenty of parking space to take care of 
customers who drop in often for small amounts of materials. 
The traditional “Christmastime lull” in the lumber industry 
is actually a busy time at Vulcan. 
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Laminated Southern Pine 


WIDENS SPANS, ADDS BEAUTY 


& A major construction trend is 
resulting from a great upsurge in 
the use of structural members of 
glued laminated Southern pine 
lumber, a recent survey by the 
Southern Pine Association reveals. 
It showed that during the past 
year alone, 1,160 major projects 
in at least 159 U. S. cities used 
this material to widen spans and 
add beauty to design. 

Since it was brought to this 
country from Germany as a crude 
process 25 years ago, wood lamina- 
tion has been refined to the point 
where it has inspired strikingly 
different styles of architecture. 


Glued laminated Southern 
pine structural members are 
growing in popularity for the 
construction of  clear-span 
gymnasiums for schools, like 
that here, and for auditori- 
ums, churches, and large resi- 
dences. Texas has taken the 
lead in the use of glued lam- 
inated Southern pine for erec- 
tion of schools, churches, and 
homes. Such arches and 
beams have great strength as 
well as the natural beauty of 
finished wood. 


By the lamination proce 
standard grades of Southern pin 


lumber are glued and shaped into 


beams and arches of exceptional 
length. Weight for weight, thes« 
shop-made timbers are stronge! 
than steel—and endowed with ad 
ditional advantages accrued fron 
the character of wood. 

The largest wood arches eve! 
fabricated are the key to the de 
sign of the new Jai Alai Fronton 
at West Palm Beach, Fla. It ji 
the first building of its type and 
the methods of construction a: 
most unusual and effective. Ja 
Alai is the national Spanish game 
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Shown being installed here are the 
widest clear-span wood arches ever 
made. The structure is the new mam- 
moth sports center in West Palm 
Beach, Fla., where 3,500 people can 
watch the fast, hard Latin-American 
game, jai alai, Fabricated of four see- 
tions of glued laminated Southern 
pine, each arch has a clear span of 
247 feet and a lineal are measurement 
of 340 feet. Hinged to buttresses, the 
arches soar 80 feet high at the crown 

as high as an eight-story building. 


that is growing in popularity in 

country between teams of 
Latin-American professionals. This 
ourt (fronton) structure is built 
ff 12 of the giant arches pictured 
bove. They are nearly 50 feet 
vider in clear span than all pre- 
viously made wood arches. 

Use of wood arches of this size 
has been prevented before by the 
nability to transport such large 
tructural members from factory 
to job site. These 247-foot-span 
arches resulted from development 
of a three-hinged arch design with 
a special splice joint. This occurs 
near the point of maximum stress 
and makes use of lag screws and 
hear plates. 

The arches were laminated with 
casein glue in four sections from 
two-inch thick grade - marked 
Southern pine and shaped by spe- 
cial presses in the Magnolia, Ark., 
plant of Unit Structures, Inc. 
They were shipped by special train 
to Florida and swung in place by 

(See LAMINATED PINE page 71) 











Kemodeled store rersclts tu 
25% INCREASE IN SALES 
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Instead of building shelves that 
hold gallons, quarts, and pints, 
Manager Schmitt designed the 
Houston-Doughty shelves so that 
each compartment holds six full 
gallons, 10 quarts, and six pints. 
In this way, colors and brands 
are kept together. The display is 
restocked each morning from 
the warehouse. Schmitt also 
found that a 25-per-cent reduc- 
tion in inventory was possible 
after the new shelves were built, 
due to more rapid turnover. 


© Another tribute to the power 
of a modernized building material 
store and yard is the 25-per-cent 
increase in sales and store traffic 
enjoyed by the Houston-Doughty 
Lumber Company in Newton, Kan- 
sas, during the first six months 
after its “formal opening.” 

What makes this figure even 
more remarkable is the fact that 
the firm is operating on a 50-year- 
old site and already had many 
faithful customers. 

Some 2,000 customers and 
friends attended the “grand open- 








Typical of the innovations that are 
attracting more customers to the 50- 
year-old Houston-Doughty Lumber Co. 
is the room “For Home Planners.” The 
entrance to this room, seen below left, 
is opposite a picture window that per- 
mits Manager Schmitt to see through 
to the sales floor from his office. Also 
shown there and in photo at left are 
racks of home-plan books and maga- 
zines. Manager Sehmitt’s wife keeps a 
card index up to date to aid home- 
planners in finding back articles or ads 
with pertinent information. This room 
is set aside from the sales floor for 
comparative quiet and privacy. 


ing” of the new facilities May 19. 
Mrs. S. M. Brown, president of 
the seven Houston-Doughty yards 
throughout Kansas and daughter 
of S. J. Houston, the company 
founder, came from Wichita to act 
as hostess for the event and to 
assist Manager W. D. Schmitt. 
“We had an increase in volume 
and a marked increase in profits 
during the actual remodeling 
period when everything was pretty 
much torn up,” Schmitt said. “This 
proves that activity alone aids in 
attracting customers. We _ also 
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closed out short lines and othe! 
stock that was just in the way.” 

Schmitt solved the problem of 
a necessarily-narrow sales room 
and office area with extremely 
well-planned wall displays and 
other innovations. 

Typical is the home-planning 
center, developed along lines dif- 
ferent from most. Schmitt design 
ed a small room set off to one side 
and divided from the main sales 
floor by glass. This permits him to 
look straight through the entire 
store from his office, yet provides 
comparative privacy and quiet for 
customers using the planning cen- 
ter. 

This room is stocked with the 
latest shelter magazines, card 
index of articles and ads in old 
copies of these magazines, and a 


(See REMODELED STORE page 79) 


Visit our Color Harmony Cener 


EASY COLOR SELECTION 





HOUSTON DOUGHTY LumatR 02 


Existing warehouses on the 165-by-198-foot plot made it 
necessary to construct the new Houston-Doughty Lumber 
Co, sales and office building only 17 feet wide and 84 feet 
deep. The store has an excellent corner location, with large 
name sign to the left of the plate-glass windows, seen below. 
The wall extending from this sign, seen partly in photo 


The Houston-Dough- 
ty firm has boosted 
its profit from sand- 
paper by 10 per cent 
with this “sandpaper 
humidifier.” Built 
along the lines of a 
cigar case, the case 
has several trays of 
water with sponges 
along the bottom. 
The case has sliding 
glass doors so that 
sandpaper can be 
seen, yet the air in- 
side is kept humid. 


below and extensively in photo above, shows many kinds of 
roofing and siding, including 15 types of brick and stone. 
The front of the display room has plate-glass windows on 
each side of the door. The rest of the building is a combina- 
tion of vertical wood paneling, painted brown, and red 


brick to a height of about four feet. 

















<5 YOU AND THE LAW 


By ARTHUR L. H. STREET, Veteran Lawyer 








Agent's Personal Liability 


“X” was actually manager of a 
manufacturing business in which 
he had an interest. He bought build- 
ing materials under such circum- 
stances that the dealers reasonably 
supposed that he was buying on his 
own personal account. The dealers 
did not know that he was manager 
of the manufacturing business. 
Could “X” avoid paying the bill 
on the ground that he bought the 
materials as agent. 

No, decided the Georgia Court 
of Appeals in the case of Babb v 
Kersh, 88 S. E. 2d 432. 

The court said that the fact that 
there was a document on record 
in the office of the clerk of the 
superior court showing that “X” 
was agent for the manufacturers did 
not alter the case. The court said 
that “if such were true it would 
open the door to many frauds * * * 
upon the public, if persons engaged 
in business were required to spend 
time in the office of the clerk to 
determine whether a customer is 
acting in an independent capacity 
or as agent for another.” 

The court declared what seems 
to be the law in all states, that when 
one enters into a contract of any 
kind without disclosing that he is 
acting as agent for a third person 
he is personally liable on the con- 
tract. 


Falsifying Fire Claims 


One should be a very skilled 
prevaricator before attempting to 
swindle a fire insurance company 
in making a claim of loss under 
a policy — or under any other kind 
of insurance policy. A poor or only 
fair distorter of the truth is not 
apt to be a match for an insurance 
investigator who goes poking around 
the ruins. 

An object lesson will be found 
in a California case decided by the 
United States Court of Appeals, 
Ninth Circuit. (Baldwin v. Bankers 
& Shippers Insurance Co., 222 Fed. 
2d 953.) 

A $5,000 fire policy covered paint- 
ing supplies and equipment in a 
warehouse, and provided that the 
entire policy should be void “in case 
of any fraud or false swearing by 
the insured touching any matter 
relating to this insurance * * * 
whether before or after the loss.” 

The warehouse and certain con- 
tents were destroyed by fire. In- 
sured filed with insurer a sworn 
proof of loss fixing the cash value 
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of the contents at $9,053.80 and the 
damage at $7,908.80. A large part 
of the claimed loss consisted of 800 
gallons of paint of a certain brand. 

When the insurance company re- 
fused to pay anything on the ground 
that the proof of loss was fraudu- 
lent, the insured sued. In upholding 
a judgment in favor of the company, 
the Court of Appeals noted that it 
was proved at the trial that nearly 
all of the paint of that brand had 
been sold long before the fire — and 
had not been replaced. Insured 
claimed that 500 gallons of the 
claimed 800 gallons of paint were 
in pasteboard containers. The con- 
tainers would have had metal covers 
and bottoms, but a fire inspector 
testified that he was unable to find 
any in the fire ruins. 

The insured could not produce 
invoices covering the paint, and his 
income tax return showed that he 
could not have had an inventory 
of that size in the warehouse. 


Well-Kept Account Books 


Mr. Retail Dealer, have you in- 
formed yourself as to just what 
you must prove in court to force 
payment of a balance due on a 
running account for supplies sold 
to a delinquent patron? If not, you 
will do well to talk to your local 
attorney, and follow his suggestions 
as to just how your books should 
be kept. 

Where there is a signed order for 
materials, showing just what is sold 
and at what price, the signed order 
affords simple proof. 

And where the balance due on 
a running account has been agreed 
to by the debtor as correct, either 
by specially admitting its correct- 
ness or by failing to dispute its 
correctness within a reasonable time, 
there is what is known as an “ac- 
count stated.” In such cases it is 
only necessary to show that there 
has been a running account between 
the parties, without proving each 
item of debit and credit, and that 
a statement covering the balance 
has been rendered to the debtor and 
he has either acknowledged its cor- 
rectness by asking time to pay or 
in some other way that shows that 
the debt in the stated balance is 
not disputed. 

The “rub” comes when there is 
a long-running account covering 
numerous items when neither the 
dealer nor his salesman can possibly 
remember how many feet of what 
kind of lumber was sold on open 


account to Bill Duhr, the contractor, 
on what day and at what price. 
No balance has been struck — at 
least none to which Bill has assent- 
ed. So there is no ground for a 
suit on “account stated.” 

The suit, if any, must be on the 
“running account,” which ordinarily 
means that, excepting as the debtor 
admits having received materials 
covered by the account, the dealer 
must prove his claim by producing 
in court a well-kept set of books, 
and show that the itemized charges 
were made at or about the time 
when the various items were sold. 

The statutes bearing on such 
cases vary sornewhat in different 
states. That is why we suggest that 
dealers consult their local attorneys 
on this subject. 

A recent case decided by the 
Springfield, Mo., Court of Appeals, 
throws light on one angle of the 
subject. (O’Connor v. Egan, 274 
S. W. 2d 334.) The facts show that 
plaintiffs very well might have sued 
on an “account stated,” covering 
four items of paint that had been 
shipped to defendant by truck, be- 
cause it was proved that invoices 
were sent to defendant and monthly 
statements were sent to him. But, 
evidently, the dealers’ attorney 
thought that it was safer to sue on 
the “running account,” because suit 
on account stated would fail unless 
it were proved that the debtor had 
by word or act assented to the 
correctness of the balance claimed 
to be due. 

A Missouri statute (R. S. Mo. 1949, 
Sec. 490.650) provides that in a suit 
on a “running account” the seller 
may be required to produce his 
ledger or original books of entries, 
or both, and that if he fails to do 
so, he shall not be permitted to 
testify to the items of the account 
But in this case neither the trial 
judge nor the defendant required 
the dealers to produce their books. 
And they won their case by one of 
the dealers testifying to purchase 
and shipment dates, the prices 
charged, and the balance due. This 
witness did not have any personal 
recollection as to the dates and 
amounts, etc., but he was permitted 
by the trial judge to refresh his 
memory by referring to invoices. 

Of course, it often happens that 
the person who made book entries 
is not available as a witness, but 
that will not prevent their being 
used as evidence if it be proved that 
the entries were properly made. 





NEXT MONTH, “You and the Law” 
will cover cases involving right to lien 
against interest of land seller, material- 
men’s lien rights, and sales tax collec- 
tions. Don’t miss Street’s reports on 
these in SOUTHERN BUILDING SUP- 
PLIES. 
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Murals Spark Ideas for BETTER STORES 


Among the building supply stores featured in the Theme Center at the 

NRLDA exposition in Cleveland was that of the H. M, Ward Lumber 

Company in Cleveland, Miss. Metal letters mounted on the cream brick 

front identify the store on a busy street. Plate-glass windows and doors 
give passers-by a full view of the store’s many material displays. 





Another Mississippi store featured in the Cleveland Theme Center was 
that of the A. Q. S. Lumber Company in Indianola, Miss. This firm, both 
a materials dealer and a contractor of homes and commercial structures, 
practices what it preaches in the modern lines of its handsome store build 


ing. Its pylon corner of stone, corrugated upper facade, and the planter 


© The progressiveness of building 
material dealers in the South and 
Southwest was underscored by the 
exceptional representation of their 
tores in the large mural display in 
the NRLDA Theme Center at the 
Building Products Exposition in 
Cleveland last month. 

The purpose of the display of 290 
enlarged photographs in the center, 
according to E. H. Libbey, NRLDA 
secretary, was to show “some of 
the best designed retail lumber and 
building material stores in the 
country, depicting the revolutionary 
progress the retail lumber dealer 
has made in recent years as a pro 
gressive and efficient merchandiser.” 

Among the Southern and South- 
western dealers whose stores were 
hown in the display were those 
hown on this page and that of the 
sadger Lumber Company, Martin 
City, Mo., shown on our SBS cover 
this month, By states, the recognized 
Southern and Southwestern firms 
included: 

MISSISSIPPI Virden Lumber 
& Steel Co., Greenville; H. M. Ward 
Lumber Co. and Nowell Lumber Co., 
Cleveland; M. L. Virden Lumber 
Co., Clarksdale; Gravlee Lumber 
Co., Tupelo; A. Q. S. Lumber Co., 
Indianola. 

TEXAS Temple Lumber Co 
Stahlman Lumber Co., and Con- 
tractors Supply & Lumber Co 
Houston; Foxworth-Galbraith Lum- 
ber Co., Paris; Helms Lumber Co 
Wharton; Alamo Lumber Co., Eagle 
Pass; Sabine Valley Lumber Co., 
Berry Street Lumber Co., and Penry 
Lumber Co., Fort Worth; Genera! 
Lumber Co., Dallas; Campbell-Marrs 
Lumber Co., Temple; Alpine Lumber: 

(See BETTER STORES page 44) 


boxes make the exterior as inviting as the varied displays inside. 


This handsome store and warehouse building of the New- 
man Building and Material Corporation at Timberville, 
Va., also was shown in the NRLDA Theme Center. The 
building was designed and built by members of this Shenan- 
doah Valley firm, which are registered contractors. The 
50x80-foot display room and office is enclosed with Perma- 
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Stone walls, since Newman is applicating dealer for this 
man-formed stone in 14 Virginia counties. A 28x44-foot 
addition has sinee been added to the 28x44-foot section 
shown in photo. Newman has three acres of ground used 
for storing lumber and other building materials. The firm 
retails a full line of materials. 
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Story-and-a-half offers 
MORE HOUSE for the MONEY 


© The story-and-a-half house is 
still the least expensive way to 
build four bedrooms under one 
roof — and Cape Cod remains one 
of the most satisfying types to fit 
into nearly any neighborhood. 


BED ROOM 


BEDROOM 
2x3 


KITCHEN 
18x12. 


This plan features a balanced 
window-dormer effect and an in- 
teresting gable over the front 
entrance. Twin chimneys are at 
both ends of the house, serving 
fireplaces in both den and living 
room. A small front porch leads 
inside to a spacious entry, with 
stairs leading to the second floor. 

The first floor contains 1,971 
square feet and the second con- 
tains 990 square feet. 


SCREENED 
PORCH 
14X12 





DINING ROOM || 
13x 


20X1I4 


BEDROOM 


ath Kf hoiphead Bin. 


Since the den and living room 
take up the entire front of the 
house, they can be used together 
for entertaining. 

The spacious kitchen has a sepa- 
rate pantry and separate dinette 
area. Actually there are three 
possible dining places for variety 

- dinette, dining room, and the 
screened 14-by-12-foot porch that 
is next to the dining room. 

Two bedrooms are on the first 
floor. One features a full bath and 
a walk-in closet. A half bath serves 
the other bedroom and rest of the 
first floor. 

A centrally-located bath room 
and linen closet serve the two 
20-by-14-foot bedrooms on the sec- 
ond floor. 





SORRY, BUT no blueprints are avail- 
able on this house plan or others in 
this series. You’re weleome to adapt 
the floor plan or elevation to your 


own needs. 





| 


BEDROOM 
20X14 








Lt 


SECOND FLOOR 





| 
| 
I 
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HUTTIG COMES TO ATLANTA 


Muttig Sash & Door Company proudly announces it has just constructed 
and amply stocked this all new. completely modern warehouse and 
assembly plant in Atlanta, Georgia. 


On Pearl Street at Fulton Terrace, S. E., one 
block north of Memorial Drive, Huttig will sup- 
ply these widely advertised brands of quality 
building products to Georgia dealers: Andersen 
Windowalls . . . AFCO Prefinished Tileboard 
Berry Steel Garage Doors . . . Coffman 
Ornamental Iron . . . Durall Screens . . . Flint- 
kote Insulation and Hardboard . . . Huttig 
“Armaseal” and Huttig “70” Window Units. . . 
Huttig Gliding Door Frames... Packaged Trim 
Kimsul Insulation . . . Miami-Carey Bath- 
room Cabinets . . . Precision Stairs... Reynolds 
Aluminum Windows . . . Upson Board. 





And also a wide selection of hardwood and soft- 
wood doors, fir plywood, mouldings and screen 


doors 





Since 1885 manufacturers and distributors of building products 


HUTTIG SASH & DOOR CO. 


Other warehouses and assembly plants: GENERAL OFFICES IN ST. LOUIS, MO. 


Charlotte, N. C. . Columbus, Ohio , Dallas, Texas ° Jacksonville, Fla. 


Birmingham, Ala. * 
Nashville, Tenn. * Roanoke, Va. 


Knoxville, Tenn. * Louisville, Ky. * Memphis, Tenn. * Miami, Fla 
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12-1. Folding Stairways. Precision 
and Simplex folding attic stairways 
are presented in a colorful brochure. 
Both models are pictured and sales 
ints given, Precision Parts Corp., 
pt. S, 400 North First Street, 
Nashville 1, Tenn, 


12-2, Humidity in Homes. Reprints 
are available of two articles by John 
Reno, nationally-known authority on 
lumber product uses, covering “Get- 
ting Humidity Out of the Home” and 
“Who Knows a Good Vapor Bar- 
rier?” Pacific Lumber Co., Dept. SBS, 
35 East Wacker Drive, Chicago 1, II. 


12-3, Incinerators. Donley incinera- 
tors for homes, apartments, institu- 
tions, commercial] buildings, and in- 
dustrial plants are shown in a new 
catalog, Complete technical data is 
given for each type. It covers flue- 
fed, floor-fed, garden, and prefabri- 
cated steel models. Donley Brothers 
Co., Dept. SBS, 13932 Miles Avenue, 
Cleveland 5, Ohio. 


12-4, Weatherstrip and Sash Balance. 
Zegers Dura-seal combination metal 
weatherstrip and sash balance is ex- 
plained in a consumer brochure and 
in a two-color piece for direct-mail 
and envelope stuffing. Both tell how 
Dura-seal saves money in winter 
heating or summer air-conditioning, 
and how easy it is to install, Zegers, 
Inc., Dept. SBS, 8090 South Chicago 
Avenue, Chicago 17, Il. 


12-5. Tension Screens. New sales 
manual gives the dealer ammunition 
with which to sell screens. It outlines 
22 reasons for using Tension-tite 
tension screens and shows photo- 
Sapte of a dealer making a sale, 
with his explanation to the customer. 
Rudiger-Lang Co., Dept. SBS. Inter- 
9 r Trade Mart, New Orleans 
12, La. 


12-6. Lumber Packaging. “How to 
Protect Lumber with Waterproof 
Paper for Shipment and Storage!” 
is a booklet explaining methods and 
advantages of protecting lumber 
with paper for shipping, storage, and 
sales, It includes a section on pack- 
aging by the dealer, when lumber is 
received from a boxcar. American 
Sisalkraft Corp., Dept. SBS, Attle- 
boro, Mass. 


11-1, Aluminum Windows. Colorful 
brochures describe features, specifi- 
cations, details, and suggested in- 
stallations of Ware owns, Econ-O 
Ware, and Econ-O-Wal!l awnin, 
windows; monumental awning; Ware 
Tite jalousie; casements; projected 
windows. Ware Laboratories, Inc., 
Dept. SBS, P. O. Box 37, Riverside 
Station, Miami, Fla. 
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11-3, Mortar Cement. “Facts and 
Tables for the User of Mortar Ce- 
ment” is a bocklet covering Penn- 
Dixie products and uses. Much help- 
ful data for buyers of cement are 
offered, including ratios for mixing 
mortar, and estimating guides. Penn- 
Dixie Cement Corp., Dept. SBS, 60 
East 42nd Street, New York 17, N. Y. 


10-1, Panel Window Unit. The Zuber 
Beauti-Vue panel window unit is de- 
scribed in a_ two-color folder. 
Sketches show how this ponderosa 
pine, toxic-treated unit can be used 
singly, in groups, in ribbons, in 
stacks, and with other units to form 
any desired style of fenestration. 
The folder also gives the sales ad- 
vantages of the Dixon Weather-Lok 
double-hung units. Zuber Lumber 
Co., Dept. SBS, P. O. Box 964, At- 
lanta 1, Ga, 


10-2, Plywood Paneling. “Harbor 
Plywoods for Homes Give More Val- 
ue . Inside, Outside” is a con- 
sumer brochure with photographs of 
installations of Harborite lapped sid- 
ing, qreeves panels, smooth panels, 
and Super Harbord select cabinet 
panels, Copy tells why Harbor ply- 
wood is superior. A consumer folder 
shows installations of Harborwave 
brushed plywood for paneling and 
cabinets. Harbor Plywood Corp., 
Dept. SBS, Box 940, Aberdeen, Wash. 


10-3. Steel Garage Doors. Two de- 
scriptive sheets tell about the manu- 
facturer’s sales aids to the “author- 
ized dealer” and to the “distributor” 
for Stanley steel garage doors. Both 
describe newspaper ad mats, product 
literature, counter displays, adver- 
tisement reprints, and the manufac- 
turer’s own advertising schedule. 
Southern States Iron Roofing Co., 
Dept. SBS, Savannah, Ga. 


9-1, Aluminum Windows. Alenco alu- 
minum windows with either a fixed 
upper sash or double-hung sash are 
described in a brochure. Complete 
specifications and selling points are 
given. Photographs show attractive 
installations. Albritton Engineering 
Corp., Dept. SBS, 2501 Wroxton 
Road, Houston 5, Tex. 


9-2, Shower Enclosures. Gulfspray 
shower doors and enclosures are 
shown in a colorful catalog. Fourteen 
different enclosures are shown, for 
sta''s, square tubs, conventional tubs, 
and built-up tubs. Also shown are 
patterns and carved designs available 
in glass. Binswanger and Co., Dept. 
SBS. 207 North Main Street, Hous- 
ton, Tex. 


8-%. Pipe Installation. “Tips for In- 
stalling Orangeburg Pipe and Fit- 





tings” gives information on problems 
encountered in various types of soils 
and lists six tips on trenching and 
backfilling. It shows how Orange- 
burg fiber pipe is easily sawed to 
fit. yim gee Manufacturing Co., 
Inc., Dept. SBS, Orangeburg, N. Y. 


8-3. Asphalt Roofing Materials. Four- 
page catalog insert gives complete 
specifications, descriptions of uses, 
and directions for using both cold and 
hot applications. It covers asphalt 
roofing and coating, plastic cement, 
primer, cements. and asphalt metal 
og Lion Oil Co., Asphalt Sales, 
Dept. SBS, El Dorado, Arkansas. 


7-1. Galvanized Attic Louvers. Louv- 
R-Pak attic ventilating louvers are 
described in a new catalog sheet. It 
lists more than 30 sizes and pitches 
to fit any installation need. Made of 
galvanized steel, they have 8 x 8 
mesh screen wire attached to the 
back. Louv-R-Pak, Inc., Dept. SBS, 
P, O. Box 1841, Fort Worth 1, Tex. 


7-4. Wallboards. Literature is offered 
describing Plastergon’s complete 
lines of laminated fiber wallboards, 
along with Lockaire Paintcote interi- 
or and Asphalic sheathing insulating 
boards. Free samples offered. Plas- 
tergon Wall Board Co., Dept. SBS, 
Station B, Buffalo 7, N. Y. 


7-5. Concealed Sash Balance. The 
Hidalift concealed sash balance for 
double-hung windows is fully de- 
scribed in a two-color brochure 
Sketches show how the home-owner 
can install his own with only three 
screws. Turner and Seymour Manu- 
facturing Co., Dept. SBS, Torring 
ton, Conn. 


6-1. Plastic Tileboard. New color 
chart shows AFCO prefinished wall- 
panels in 11 decorator colors, The 
panels have trimmed edges to permit 
easier installation and perfect fit. 
Free spreaders are attached to water- 
proof cement. + repens catalog 
shows “chromodized” mouldings that 
will not rub off black. A and F Tile- 
board Co., Inc., Dept. SBS, P. O. Box 
4085, Alexandria, La. 


6-2. Window Sash Balances. Full 
catalog, which appears in Sweet’s 
Architectural File, shows Caldwell 
clock-spring, Helix spiral, and 
Spirex spiral sash balances for resi- 
dential windows. Specifications and 
instaliation steps are included. Cald- 
well Manufacturing Co., Dept. SBS, 
64 Commercial Street, Rochester 14, 


aN. . 


6-3. Home Insulation. Catalog tells 
the story of Insulite insulating wool 
batts, blankets, and pouring wool, 
made of Fiberglas. Application in- 
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Only 


KEYSTONE 


aluminum tension 
Screens 
have everything! 


; YOU'VE COME OUT OF THE PAST 

nea ... you're in the world of today...when 

you sell tension screens. These modern screens are put up and 

taken down in a jiffy from right inside the house. They're easiest to store; 

never have to be painted. They let in more light and air than old-fashioned screens 


But only Keystone Tension Screens have every feature that brings maximum efficiency and 


safety. All-aluminum, they last for many extra years and never rust or stain the woodwork. 








The original installation is extremely simple. Only six ser r window...two 
in the top blind stop to hold the removable top bar bracket ... four in the window 
sill to hold the small, neat, permanent brackets. 








Patented, tamper-proof tension cate hes on foot of screen knob for proper 
setting to hold screen securely... Exclusive Keystone free-floating sill bar auto- 
matically adjusts screen to uneven or off-level sill 











Extra-strong vertical edges of Key- For top sales and customer satisfaction, get 
stone Screens are 5-strand selvage full information on Keystone Aluminum 


formed of flat wire to provide com- Frameless Tension Screens. Write Dept. B-3. 
plete dependability and tautness. 





ee ee Od SO OO Wa ss 


HANOVER, PA. - FOSTORIA, OHIO 
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structions and specifications are in- 
cluded. Insulite, Dept. SBS, 
Baker Arcade Building, Minneapolis 
2, Minn. 


6-6. Aluminum Jalousie, Doors, Win- 
dows. Two-color folder describes 
Vacol aluminum jalousie door and 
such features as no-sag corners and 
key lock. Folders also are available 
on jalousie windows. Consumer lit- 
erature describes both doors and 
windows. V. E. Anderson Manufac- 
turing Co., Inc., Dept. SBS, Owens- 
boro, Ky., and Bradenton, Fla. 


6-7. Asphalt Shingles. Flintkote 
tapered strip asphalt shingles are 
pictured in full color in a new con- 
sumer folder. Shown are Shado-Kool 
gray, Shado-Kool green, Shado-Kool 
red, gray, green, and brown. The 
Flintkote Co., Dept. SBS, 30 Rocke- 
feller Plaza, New York 20, N. Y. 


4-2. Stamped Metal Shapes. Booklet 
describes Campco’s complete metal 


stamping service, showing all types 
of metal products produced. Proc- 
esses include shearing, drawing 


blanking, finishing, forming, an 
assembly. Carolina Metal Products 
Co., P. O. Box 3636, Charlotte, N. C. 


3-1. Masonry Wall Reinforcement. 
Bulletin shows Dur-O-WaL masonry 
wall reinforcement with cavity, 
bonded, coursed, or stacked course 
masonry wall and wall with plaster. 
It includes joint reinforcement speci- 
fications. ur-O-WaL Products of 
Alabama, Inc., Dept. SBS, P. O. Box 
5446, Birmingham 7, Ala 


3-2. Plastic-Finished Panels, Full- 
color catalog shows complete line of 
Marlite plastic-finished wall and 
ceiling panels. Shown are eight 


Woodpanel patterns, five marble 
panel patterns, an 11 Hi-Gloss 
colors. arsh Wall Products, Inc., 


Dept. SBS, Dover, Ohio. 


3-4. Locksets, Hardware. “Matching 
Beauty” is a colorful brochure show- 
ing the Weslock 500 series of lock- 
sets, concave cabinet hardware, and 
matching exterior door tiers. Western 
Lock Manufacturing Co., Dept. SBS, 
21 fal pene Avenue, Los Angeles 
4, Calif. 


2-1. “Standardized Casing and Base 
Patterns of Western Pine and Asso- 
ciated Woods” shows full-size details 
of 114 newly-standardized patterns. 
This 16-page folder is punched for 


insertion in 3-ring binders. Western 
Pine Assn., Dept. SBS, Yeon Build- 
ing, Portland 4, Ore. 


2-3. Built-Up Roofs. A new 80-page 
manual gives all information for 
designing and oo, long-lasting, 
quality built-up roofs. It is produced 
especially for contractors, builders, 
architects, and engineers. Philip 
Carey Manufacturing Co., Dept. SBS, 
Cincinnati 15, Ohio. 


2-4, Exterior Plywood. “Catalog of 
Douglas Fir Plywood Farm Plans” 
offers a selection of 33 plans for use 
of exterior plywood in farm build- 
ings and equipment, made available 
by leading state agricultural schools, 
the Midwest Plan Service, and ply- 
wood manufacturers. Douglas Fi 
Plywood Assn., Dept. SBS, Tacoma 
2, Wash, 


2-7. Sash Balance, Weatherstrip. 
Master-Matic combination sash bal- 
ance and weatherstrip is described 
in a new folder. It tells how this unit 
is designed especially for pre-fit win- 
dow manufacturers and describes 
installation details. Another folder 
describes Master-Matic removable 
sash hardware for use with the one- 
piece sash balance and weatherstrip 
unit. Master Metal Strip Service, 
Inc., Dept. SBS, 1720 N. Kilbourn 
Avenue, Chicago 39, Il. 


19. Metal Moldings. A 20-page il- 
lustrated catalog shows the many 
types of Premier aluminum and 
stainless stee] moldings and trims. It 
gives their uses, application, and di- 
mensions. A price list is included. 
Metal Trims, Inc., P. O. Box 1072, 
Youngstown, Ohio. 


23. Heatilator Fireplaces. Illustrated 
booklet gives complete information 
on famous Heatilator unit. Describes 
the many advantages of the steel fire- 
place form including smokeless op- 
eration, heat circulating feature. 
Builders are assured of perfect op- 
eration—never plagued with com- 

laints. In many areas Heatilator 

ireplace is the only source of heat 
needed in the home. Heatilator, Inc., 
Syracuse, N. Y 


47. Flexboard. A new handbook con- 
tains complete information about cut- 
ting and working asbestos Flexboard 
for all indoor and outdoor applica- 
tions. Johns-Manville Corporation, 
Box 290, New York 16, N. Y. 





85. Farm Book. New 16-page book 
showing uses of Celotex products in 
service buildings and the home. 
Fully illustrated. Includes detail 
drawings of application. For selec- 
tive distribution to farm building or 
remodeling prospects. The Celotex 
i 120 S. LaSalle St., Chicago 3, 


95. Paint Thinner. Tandrotine — a 
pleasant - smelling, non-toxic paint 
thinner—is described in a new two- 
color folder. It is said to be excellent 
for cleaning brushes, removing paint 
and grease, dissolving wax, and other 
household — uses. urpentine and 
Rosin Factors, Inc., Dept. SBS, 793 
St. Juluin St., Savannah, Ga. 


107. Red Cedar Shingles. A 100-page 
handbook describes proper methods 
of applying Certigrade shingles on 
roofs and exterior walls. This illus- 
trated “shingle encyclopedia” is de- 
signed for dealers, architects, and 
builders. The Rec Cedar Shingle Bu- 
reau, Dept. SBS, 5510 White Build- 
ing, Seattle 1, Wash. 


141. Steel Casement Windows. Folder 
102s with illustrations, details, dia- 
grams and sizes describes Hope’s 
Residence (Holford) Casements and 
Picture Windows, Hope’s Basement 
and Utility Windows, and Hope’s 
type “H” Standard Doors. Hope’s 
Windows, Inc., Jamestown, N. Y. 


163. Perimeter Heating. Informative 
folder describes correct method of 
laying clay pipe for warm air heating 
ducts. Gives sizes and specifications 
of pipe required as well as plan for 
model system. To obtain, write: W. S. 
Dickey Clay Mfg. Co., 922 Walnut 
Street, Kansas City 6, Missouri. 


201. Laminated Panels. Novoply, an 
unusually stable, mosaic-textured all 
wood panel of many uses, and Plank- 
weld, prefinished hardwood plywood 
panels edge-grooved for easy wall 
installation, are described in two 
folders issued by United States Ply- 
woes Ores 55 West 44th St., N. y 


303. Wood Preserving Process. TaCo- 
Wood and the new process by which 
it is preserved is explained in a deal- 
er folder. Actual photographs of 
TaConized and non-preserved wood 
are shown for comparison. Longleaf 
Lumber Co., Inc., 1094 Huff Road 
N. W., Atlanta, Ga. 
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ON CL, 


SLIDING DOOR AND WARDROBE HARDWARE 


@ ‘,) FEATURES like 
A / : J these make 
—_ customers FAST! 


4 o 
SALES have doubled in ; < 


less than 24 months! — Roll-formed, V-bottom 


‘s metal track « Lifetime 
ya ADVERTIS- Nylon Ball bearing 
ING pre-sells your Cus- ; 
I ; y F wheels « Full adjustment. 
tomer! 
CoLorFUL Point-or- Easy 11 minute installation 


SALE DISPLAY reduces 


your selling time! 
DEALERS — DISTRIBUTORS 


) . te . 3 
EXCLUSIVE QUALITY GLIDE-MASTER will be one of your fastest moving 
FEATURES assure max- lines. WRITE for free foldec today 
imum satisfaction! 

Arthur Cox & Sons, inc., 70 No. Sycamore, Pasadena, Calif 
Tell me your profit story. Send folder. 
Manufactured by . 


ARTHUR COX & SONS, INC. 


PASADENA, CALIFORNIA 


NAME 


rIRM 


ADDRESS 


cry 


~_ 
ae 
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association activities 


MALA Expands Dealer 
Bulletin Services 


Last month, members of the Mid- 
die Atlantic Lumbermen’s Assn. re- 
ceived the first of a new series of 
bulletins, In announcing the new 
bulletins to members in eastern 
Pennsylvania, southern New Jersey, 
Maryland, Delaware, and the District 
of Columbia, Executive Vice-Presi- 
dent Robert A. Jones said they are 
“designed to help you increase sales, 
reduce operational costs, and train 
your organization to optimum effi- 
ciency.” 

Titled “Management Checklist 
Bulletins,” they will cover these 
major categories: Administration, 
Financial Management, Public Af- 
fairs, Operating Techniques and 
Short-Cuts, Merchandising, Selling 
and Sales Training, and Emergency 

-Action Needed Information. 

Explained Jones: 

“This is one phase of new Advisory 
and Consulting Service developed 
by the association’s Educational 
Committee as a result of two years 
of researching dealers’ problems. 
Test-proved one-day clinics, busi- 
ness surveys, management work- 
shops are all a part of this con- 
tinuous effort to provide you with 
the finest information available for 
the successful, profitable operation 
of your business.” 

The first bulletin on “Operating 
Techniques” details the benefits of 
“self-service with a check-out coun- 
ter.” The check-out counter of J. T 
& L. E. Eliason at New Castle, Del., 
is illustrated. 

The first bulletin on “Merchandis- 
ing” explains the sales appeals of 
home-size rolls of building paper, 
and lists the uses of the four most 
popular types: waterproofed tan 
reinforced paper, water-shedding 
black sheathing paper, red rosin 
paper, and aluminum foil. 

The first bulletin on “Selling-Sales 
Training” announced a series of one- 
day clinics on retail store selling. 
Clinics were scheduled at Salisbury, 
Md., November 29; Washington, 
D. C., November 30, and Baltimore, 
Md., December 1. 

The first bulletin on “Administra- 
tion” announced plans for the 10th 
annual retail lumber institute at 
Penn State University, January 16- 
February 10. This will be a full- 
time, five-day-a-week specialized 
training program for employees of 
retail lumber and building supply 
firms. Cost of textbooks, board, and 
lodging is about $175. Registration 
and application fees total $65.00. 
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Mail Drawing Course 


Employees of dealers belonging 
to the Southwestern Lumbermen’s 
Assn. have been offered the oppor- 
tunity to take a new 10-week cor- 
respondence course in basic drawing 
and light frame construction to be 
conducted by Phinney O. Larson, 
of the Retail Lumber Dealers Mer 
chandising Institute. 

The 10-week mail course will be 
followed by a two-day school on 
estimating, which Larson will con- 
duct when a class of 30 can be 
formed. Larson is a partner in the 
Home Plan Book Co., St. Paul, Minn., 
and a lumber estimating teacher in 
the University of Minnesota Schoo] 
of Forestry. 


itsa DATE 


Kentucky Retail 
Kentucky 


January 9-11: 
Lumber Dealers Assn., 
Hotel, Louisville. Exhibits. 

January 25-27: Southwestern Lum- 
bermen’s Assn., Municipal Audi- 
torium, Kansas City, Mo. Exhibits. 

February 1-3: Middle Atlantic 
Lumbermen’s Assn., Chalfonte-Had- 
don Hall, Atlantic City, N. J. Ex- 
hibits. 

February 6-8: National Assn. of 
Commission Lumber Salesmen, Lea- 
mington Hotel, Minneapolis, Minn. 

February 7-9: Tennessee Building 
Material Assn., Patten Hotel, Chat- 
tanooga, 

February 15-17: Virginia Building 


Material Assn., Hotel Roanoke, 
Roanoke, 
February 24-25: West Virginia 


Lumber and Builders Supply Deal- 
ers Assn., Daniel Boone Hotel, 
Charleston. Exhibits. 

February 28-29 and March |: Care- 
lina Lumber and Building Supply 
Assn., Coliseum, Charlotte, N. C. 
Exhibits. 

March 14-15: Louisiana Building 
Material Dealers Assn., Jung Hotel, 
New Orleans, Exhibits, 

March 22-23: Mississippi Retail 
Lumber Dealers Assn., Buena Vista 
Hotel, Biloxi. Exhibits. 

April 15-17: Lumbermen’s Assn. 
of Texas, Coliseum, San Antonio. 
Exhibits. 

April 16-18: Building Material 
Merchants of Georgia, General Ogle- 


thorpe Hotel, Savannah. 

April 17-18: Kansas Lumbermen’s 
Assn., Lamer Hotel, Salina. 

April 19-21: Florida Lumber and 
Millwork Assn., Colonnades Hotel, 
Palm Beach Shores. 

May 13-18: National Retail Lumber 
Dealer’s Assn., spring board of direc 
tors meeting, Shoreham Hotel, Wash 
ington, D. C. 


Four Employee Training 
Courses to Start Soon 


Employees of building material 
dealers in the South and Southwest 
are enrolling in four training in- 
stitute courses in lumber and build- 
ing-material retailing. 

The first and shortest is to be 
held at North Carolina State College 
at Raleigh from January 9 to 20 
under the sponsorship of the Caro 
lina Lumber and Building Supply 
Assn. Class enrollment is limited 
to 40. 

Another 30-day course in retailing 
lumber and building supplies will 
be held at Southern Methodist Uni 
versity in Dallas under the auspices 
of the Lumbermen’s Assn. of Texas. 
Employees of member firms in 
Texas, Louisiana, and Oklahoma will 
be favored for registration. Class 
limit is 40 students. 

Maryland, Delaware, and District 
of Columbia members of the Middle 
Atlantic Lumbermen’s Assn. are 
eligible to enroll their employees 
in a course at the Ogontz Center 
of Pennsylvania State College. It 
is sponsored by the Middle Atlantic 
Lumbermen’s Assn. from January 
16 to February 10, Class limited to 
40. 

The Southwestern Lumbermen’s 
Assn. is sponsoring a training course 
at the University of Missouri, Colum- 
bia, from February 13 through 
March 2. Personnel of SLA members 
in Missouri, Oklahoma, Kansas, and 
Arkansas will be favored for this 
class. It is limited to 45 members. 


Texas Association 
Plays Up Asso. Members 


Gene Ebersole, executive vice- 
president of the Lumbermen’s Assn 
of Texas, has put the spotlight on 
associate members of that organiza 
tion by listing all of them by city 
location on the back of the lead-off, 


SOUTHERN BUILDING SUPPLIES for DECEMBER, 1955 














“| even cut 
flashlight lenses out of 
scrap pieces of L-O-F” 


says FRANK W. SOMMERS, owner 
Sommers Hardware Store, 
Beverly Hills, Chicago, Ill. 





Mr. Sommers had just finished running several test-cuts on 
four well-known brands of single-strength glass, labeled A,B, 
(:, and D. He had not been told which brand was which 
until after he had selected the one that was easiest to cut. 

He picked ‘*C”’ every time—and “C” was L’O-F. In 
fact, more than 9 out of every 10 dealers who took the 
same test picked L:O‘F. 

“This L-O-F Window Glass gives you a smoother cut 
with no effort on the cutter,’ said Mr. Sommers. *‘ And if 
you have inexperienced fellows cutting glass, you can 
waste a lot of money if you don’t use L‘O'F, ” 

L-O-’F Window Glass is easiest to cut into big or little 
pieces, angled or curved pieces. Even narrow 1%” strips 
come off cleanly, with a light, easy stroke. 

L:O'F cuts easier because it is annealed more slowly 
and patiently. That makes it less brittle and more “even” 
in structure-~so it’s a safer buy for your customers, too. 


FO ee ee ne ee ee ee ee ee ee ee ee ee ree ee ee Oe ee 


other brands. Run any kind of a cut phone books in many principal cities. 
you want. You'll see why you have And send for your free booklet—''For 


“ 
Blindfold Test fewer bad cuts, less waste and more Greater Profits in Window Glass”. 


! 
Try the Cut L-O-F first, last, or in-between the der “Glass” in the yellow pages of ; 
i 

I 

profit with L-O-F. Write Libbey-Owens Ford Glass Co., i 

I 

! 

I 

I 

_ 


These local businessmen are listed un- 


Call your nearest L-O-F Distributor. 608 Madison Ave., Toledo 3, Ohio. 
Yourself! 


LIBBEY-OWENS-FORD she casy-to-cus WINDOW GLASS 
GLASS) 
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masthead sheet of each LAT “News 
Bulletin.” 

This listing of manufacturers, job- 
bers, and wholesalers provides a 
ready “Dealer Buying Guide.” At the 
top of the list, dealers are urged to 
“support your associate members. 
Your friend indeed, in time of need, 
is the integrity and stability of the 
association.” 


Memphis Lumber Club 
Maintains Arboretum 


Memphis, Tenn., “the world’s 
hardwood center,” now has an ar- 
boretum, as part of the campus of 
Southwestern College, due largely to 
the efforts of the Lumbermen’s Club 
of Memphis. 

For several years the club has been 
interested in an arboretum for Mem- 
phis, and plans were formulated fol- 
lowing a conversation between Clark 
E. McDonald, a club director, and 
Dr. R. P, Richardson, vice-president 
in charge of development for this 
liberai arts college. 

The Lumbermen’s Club has allo- 
cated $700 a year for the continuing 
expansion of the project. 

Already the present trees on the 
campus — numbering 1,534 with 62 
different species —- have been iden- 
tified and tags ordered for markers. 
More species will be added. 

The college is preparing a plot 
index of the campus so that in- 
terested students and visitors can 
learn more about the arboretum. 
Southwestern is located on a 100- 
acre site that lends itself ideally to 
the cultivation of trees in a nearly 
natural setting. More trees will 
further enhance the beauty of the 
area surrounding the Gothic build- 
ings. 


Stewart Heads SCPI 


John H, Stewart, head of Stark 
Ceramics, Inc., Canton, Ohio, was 
elected president of the Structural 
Clay Products Institute at its re- 
cent convention in White Sulphur 
Springs, W. Va. 

The new SCPI vice-president is 
Kenneth W. Dunwoody, president 
of the Cherokee Brick and Tile Co., 
Macon, Ga. George Gammie con- 
tinues as treasurer and Joseph J. 
Cermack as secretary. 

The new board of directors for 
SCPI, the national association of 
brick, tile, and terra-cotta manu- 
facturers, includes G. Victor Cushwa, 
Williamsport, Md.; John H. Isenhour, 
Salisbury, N. C.; Clarence M. Herpel, 
Louisville, Ky.; H. English Robinson, 
Chattahoochee, Ga.; T. J. Butler, 
Austin, Tex.; J. E. Fender, Fort 
Worth, Tex.; George H. Harmon, 
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Dallas, Tex.; R. H. Saunders, Char- 
leston, W. Va.; Glen Bruce, Johnson 
City, Tenn., and Joseph A. Brown, 
Baltimore, Md. 


S. E. Pine Institute 
Issues Buyer's Guide 


A Buyer’s Guide to member mills 
of the Southeastern Pine Marketing 
Institute is now available to the 
lumber trade, according to W. C. 
Hammerle, executive secretary of 
the institute. Lumber buyers may 
secure copies of the SPMI Buyer’s 
Guide by writing to the Southeast- 
ern Pine Marketing Institute, P. O. 
Box 1005, Savannah, Ga. 

The pocket-size guide lists each 
member mill’s mailing address; rail- 
road connections; average monthly 
production; wood species handled; 
milling equipment available; and 
the various lumber items manufac- 
tured. 

The institute was organized a little 
over a year ago by a group of lumber 
mills in Florida, Georgia, North and 
South Carolina. It promotes the 
production and marketing of quali- 
ty Southern yellow pine lumber 
stamped with the SPMI trade-mark 
insignia, mill name, and lumber 
grade-mark, 


BETTER STORES 
(Continued from page 35) 


Co., Alpine; Calcasieu Lumber Co., 
Austin; Foxworth-Galbraith Lum- 
ber Co., Sulphur Springs; Foxworth- 
Galbraith Lumber Co., McKinney; 
Scott Lumber Co., Amarillo; Burrus 
Lumber Co., Beaumont; Pennington 
Lumber Yard, Sherman; Richards & 
Krueger Co., New Braunfels; South 
West Lumber & Supply Co. and 
Fielder-Dillingham Lumber’ Co., 
Abilene; Alamo Lumber Co., Bay 
City; Armstrong Bros. Lumber Co., 
San Angelo; Bentsen Lumber & 
Hardware Co., McAllen; Joe Walter 
Lumber Co., Gainesville; Stein Lum- 
ber Co., Fredericksburg; Wm. Cam- 
eron & Co., San Marcos; Corpus 
Christi Brick & Lumber Co. and 
Selby-Lankford & Ewing Lumber 
Co., Corpus Christi; Burton-Lingo Co. 
and Brown Lumber Co., Sweetwater; 
Boettcher Lumber Co., Brenham; 
W. F. & J. F. Barnes Lumber Co., 
Cotulla; Brown Hardwood Co., 
Carthage; Wm. Cameron & Co., 
Waco; Fox Rig & Lumber Co., Odes- 
sa; Ray Woods Lumber Co., Katy; 
Barnes & McCullough, Goldthwaite; 
Herring-Price Lumber Co., Laredo; 
Home Lumber Co., Baytown; Harri- 
son County Lumber Co., Marshall. 





KENTUCKY — Louisville Build- 
ers Supply Co. and Cook Lumber 
Co., Louisville; Ruby Lumber Co., 
Madisonville; Princeton Lumber Co., 
Princeton; Jenkins-Essex Co., Eliz- 
abethtown; Webster County Lumber 
Co., Clay; Boyle Lumber & Supply 
Co., Danville; Treas Lumber Co., 
Benton; Morganfield Lumber Co., 
Morganfield. 


LOUISIANA—J. C. Steele Lumber 
Co., West Monroe; Danel Lumber 
Co., Opelousas; Lafayette Lumber 
Co., Lafayette; Krause & Managan, 
Inc., Lake Charles; Superior Lum- 
ber Co., Monroe; Singer Lumber 
Co., New Orleans. 


OKLAHOMA — Kilpatrick Bros., 
Inc., Oklahoma City; Service Lum- 
ber Co., Tulsa. 

MISSOURI — Badger Lumber Co., 
Martin City. 


ALABAMA — Cole-Hall Lumber 
Co., Seale Lumber Co., and Raines 
Bros. Lumber & Supply Co., Birm- 
ingham; North Alabama Lumber Co., 
Jasper. 


KANSAS — Badger Lumber Co., 
Overland Park; Deal Lumber Co., 
McPherson; Lawrence Lumber Co. 
and Rock Island Lumber Co., 
Wichita; Leidigh & Havens Lumber 
Co., Salina; Robt. Mills Lumber Co., 
South Hutchinson. 

FLORIDA — Renuart Lumber 
Yards, Coral Gables; Mack Lumber 
Co., Hollywood; Mitchell & Alexan- 
der, Inc., Daytona Beach; McGinnes 
Lumber Co., Plant City; Jinks Lum- 
ber Co., Panama City; Lehman Lum- 
ber Co., Inc., Miami; Mac-Don 
Lumber Co., Orlando. 


SOUTH CAROLINA — Builders 
Supply Co., Lancaster; Greenwood 
Building Materials, 'nc., Greenwood; 
Bagnal Builders Supply Co., Colum- 
bia; Roebuck Gin & Lumber Co., 
Roebuck; Berlin G. Myers Lumber 
Corp., Charleston Heights. 

VIRGINIA — P. W. Plumly Lum- 
ber Corp., Winchester; Newman 
Building Material Corp., Timber- 
ville; Bristol Builders Supply Co., 
Bristol; Berryville Lumber Co., 
Berryville; Farmville Manufactur- 
ing Co., Farmville; Aubrey G. Sweet, 
Inc., Portsmouth; York Supply Co., 
West Point; Murphy & Ames, Inc., 
Arlington. 

NORTH CAROLINA — Seth Lum- 
ber Co., Lincolnton; Spencer Lumber 
Co., Gastonia; Highland Builders 
Supply Co., Winston-Salem; Cary 
Lumber Co., Durham; Reed Supply 
Co., Thomasville; Scarborough Build- 
ers Supply Co., Lumberton; Hedge- 
cock Lumber Co., High Point; 
McClure Lumber Co., Charlotte. 


TENNESSEE — Young Lumber 
Co., Murfreesboro; Valley Supply 
Co., Chattanooga; Chandler & Co., 
Knoxville; R. A. Baxter & Son, Inc., 
Covington; Orgain Building Supply 
Co., Clarksville; Paty Lumber Co., 
Elizabethton. 
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A. H. PARKER and A. A. COLE 


Partners in Cole & Parke Atla 


x 
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One of the many modern homes in the delightful Cole & Parker project, Atlanta, Georgia 


COMPLETE WINDOW UNITS 
equipped with MONARCH METAL WEATHERSTRIP 


LOCKE TRIGG “Home buyers today are increasingly interested in the quality of the 
Sieckdiaak Peltercen Lamber & materials that go into the houses they purchase,’ say Mr. Cole and Mr. 
Parker. “‘Dixon Window Units, with Monarch Metal Weatherstrip, have 


supply ¢ Atlanta, Say 


There’s no selling to Dixor helped our firm attain its excellent reputation for building highest quality 

Windows with Monarch Metal houses. In selling a house we stress the fact that these weatherstripped 
Weatherstrip. Customers hear windows save money through lower fuel bills year 
about tnem and ask.for them after year. And they save us a great deal of money in 
—a i a | lower installation costs.”’ 


This statement by Cole & Parker is echoed everywhere 
by Builders, Dealers and Jobbers who have profitably 
worked together equipping millions of projects with 
Complete Window Units fitted with Monarch Metal 
Weatherstrip. Not only do they save installation cost 
by eliminating on-site assembly and wasted materials, 
but reduce Dealer handling and inventory investment, 
and give the owner far more for his money 


Ask Your Millwork Jobber For Complete Details 


Published in the 
interest of better 
and more economical 


WM. ZUBER and BRUCE BYRD snore ana 
Partners, Zuber Lor. ( Atlanta, say ‘We've ta ] i) 
units using Monarch Metal Weatherstri, ybt. it 1s far the most pr 

Se nk lien Ge nek ee METAL WEATHERSTRIP CORPORATION 


free unit, and it is gratifying have 


Weether-Lon Wingows 6343 ETZEL + ST. LOUIS 10, MO. 
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These men made 
last year to help you 





. 2 Lill ‘ 
E. W. Adams E. E. Ambrose, Jr L. D0 Anderson R. L. Anderson* W. K. Benik E. M. Bennett W. J. Berg P. E. Bleuel Spencer Boynton 
Garden City, N Syracuse 4, N.Y Rockford, iM Denver, Colo. New Orleans, La Milwaukee, Wis. Louisville, Ky. Marietta, Ohio 
- : = : . 
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R. A, Day M. H. Duff D. D. Dupler A. A. Erickson A. J. Erickson B. W. Evans W. K. Fehring W. E. Frazier F. J. Fitzgerald* 

Ocean City, NJ Norwalk, Conn Columbus, Ohio Clay Center, Kans Bloomsburg, Pa. Fort Wayne, ind. : Bayshore, N. Y. Alexandria, La. Cincinnati, Ohio 
ats 










C. G. Lawson* R. W. Livingston 


W. J. La Rue 
Brigantine, NJ. Des Moines, lowa 


R. S. Langworthy 
Lubbock, Texas Peoria, ll. 


R. J. €. Johnson R. T. Jones 
Philadelphia, Pa Billings, Mont 





St Mpa ry Minn. 









C.J. Kent 
Salt Lake City, Utah 
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D. W. Nixon ; 0. G. Norbeck H. 0. Norstrom 
Los Angeles 25, Calif. Fargo, N.D Omaha 3, Neb 
ae " site ss 






G. H. Niland 


H. H. Myers 
Boston, Mass 


J. P. Murnane 
Sacramento, Calif Portland, Ore. 


M. A. Mulligan 
Rutherford, 





R. D. Mohiman 
Erie, Pa 


L. C, Miller 
Madison, Wis 












W. A. Ros 
Evansville, ind. 


K. B. Rolf* 
Minneapolis, Minn 


Helmer Roe 
Eau Claire, Wis 


Malcolm Robertson 


B. Robertson 
Duluth, Minn 


sen Antonio, Texas 
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R. W. Van Houten 
Newburgh, N.Y 





A. J. Rost 
Little Rock, Ark 








H. A. Ward 
Charlotte, N.C New York, N.Y 


8B. W Walters Vv. C. Ward 


Atlanta, Ga. 





0. W. Velsor W. A. Von 
Washington, D.C. Richmond, 


He made 521 builder calls for his dealers 

last year. ‘He’ is a composite of the 103 finest 

salesmen in the business. These facts might 

interest you and help explain why he does such 

a tremendous job. He’s been with Insulite 8 years 
and had 4 years a ding material experience 
i before that. He’s 40 years old and averages 2 


another example of 


-SULITE tie 
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ae 
G. W. Zumwinkle 
Chicago, tl. 


Your typical Insulite salesman might look like this 
~the result of printing one photo over another. 





*Assistant Sales Manager 








53,142 builder calls 
Insulite! 


D. W. Butler J. A. Calder W. L. Carson W. M. Carson C. S. Christian C. J. Corriga H. Cottrell R. T, Crain R. J. Darling 
Cape Girardeau, Mo St. Louis, Mo Waterloo. lowa Cincinnati Ohio Memohis, Tenn Fresno, Cal Det t, Mich s Angeles, Calif Longmont, Colo 


E. J. Gjesdahi David Griffiths J, P. Hartigan C. F. Heym J. R. Hogan G. P. Holder W. M. Jailma 
Green Bay, Wis Pittsburgh, Pa Binghamton, N.Y. Detroit, Mich. Duluth, Minn Philadelpt 


G. T. Johnson H. H. Johnson 
ia, Pa ineapolis wien Knoxville, Tenn Manchester, Conn 


= 2 


D. T. MacFarland K. G. Macintosh* F. E. Mackey w.M ay I,K Mantle G. R. Marine R. J, Martin 


J. A. MeGranahan E. E. Merrick 
Saginaw, Mich Dallas, Texas Joplin, Mo Chicago, I 


San Jose, Calif Indianapoli j t. Cloud, Minn Raleigh, N.C Kansas City, Mo 


be : aie _ A 
W. F. O'Brien R. P. Oistad A. C. W. Peterson S. T. Peterzen J. P. Phalen james Quarfot F. R. Renwick J}, H. Rheintrank 1. C ~~ ¥ 
Brandon, Vt Sioux Falls, $.0 Boston, Mass Houston, Texas Wichita, Kans Rochester, N.Y Birmingham, Ala Dallas, Texas Morristown, 


££ 


Stockbridge Stringer F. P. Townsend 
juth Bend, ind Selamers d Albany, N.Y 


BL aAa®e 


W. B. White R. M. Whyte* Monty Wilkinson M. H. Williams* A. B. Wilson A. F. Woe oo R. L. Wood M. W. Wright 
Savannah, Ga San Jose, Calif Grand Rapids, Mich Bedford Hills, N.Y Florissant, Mo j Buffalo Barrington, R.1 Toledo, Ohio 


J. A. Rush G. A. Schaefer F. J. Sherman L. L. Shields S. W. Shields J.C. $ L. ¢ 
Chicago, tl Lancaster, Pa Portland, Maine St. Paul, Minn. Minot, N.D 


ce 1947 he 


ir applica 
ales trainin 


; experience) whe! ma n his field.) Cb iportant 


now ledge 


16 & MEGISTEREO TRAOE Mane 


you sen AMIS ULI 


INSULITE DIVISION, Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 
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STRICTLY 
wholesale 


MEMPHIS, TENN.: Binswanger 
and Co. has appointed Gerald W. 
Fossieck as controller. He fills the 
position formerly held by D. H. Mc- 
Kenzie, before he was made branch 
manager of Binswanger’s Little 
Rock, Ark., office. A University of 
Illinois graduate, Fossieck has had 
21 years of experience in the field of 
cost accounting and control, 


ATLANTA, GA.: Approximately 
300 architects, dealers, wives, and 
business associates attended an “open 
house” at the new warehouse-office 
of the U. 8. Plywood Corp. at 1460 
Ellsworth Drive, N. W., here on No- 
vember 15, 


SAN ANTONIO, TEX.: The Steves 
Sash and Door Co, held a double 
celebration here on October 27. The 
firm’s large, new warehouse and 
office building and the modernized 
millwork plant were shown to more 
than 700 guests from the industry. 
The 90th birthday of the Steves lum- 
ber business in the city was cele- 
brated. 


ATLANTA, GA.: Howard Ash- 
worth, sales manager of Associated 
Distributors here, announces the fol- 
lowing new salesmen for his firm. 
Albert Stanford, formerly with the 
Columbus Lumber and Supply Co., 
is now AD salesman in southwest 
Georgia, John McCurley, formerly 
in the West Lumber Co.’s Doraville 
paneling plant, represents AD in 
northeast Georgia. Waldo Hitt has 
been transferred from northeast 
Georgia to southeast Georgia. 


OWENSBORO, KY.: C, L, Vickers 
has been promoted from salesman 
for Bass and Co., Inc., to manager 
of the Owensboro branch. He has 
been top salesman in the Nashville, 
Tenn., area for the past 18 months. 
R, G. Edwards was transferred re- 
cently from Chattanooga to manage 
the new Bass and Co. branch at Co- 
lumbus, Ga. The firm distributes 
building materials, plumbing, and 
heating equipment from six branches 
throughout the South. 


HOUSTON, TEX.: The Dixie Ply- 
wood Co, has moved into the former 
Associated Plywood Mills ware- 
house-office building here at 4003 
Coyle Street. John J, Hicks, former 
sales representative of the Harbor 
Plywood Corp., has been appointed 
sales manager of Dixie Plywood by 
Manager Norman Ratliffe. 

SAVANNAH, GA.: The Neal-Blun 
Co. has been appointed distributor 
for Panelyte plastic laminate in this 
area, It is made by the St. Regis 
Paper Co. 


DALLAS, TEX.: The Nica Distrib- 
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uting Co, has been named manufac- 
turer’s agent in Dallas and Tarrant 
counties for Tex-Spun insulation. 
This granulated wool insulation is 
made by the Texas Rockwool Corp. 


SAVANNAH, GA.: The Allison- 
Erwin Co., Charlotte, N. C., distrib- 
utor of Gold Sez: flooring and wall 
materials, has announced plans for 
a branch warehouse in Savannah 
President J. C, Erwin announced 
that his company is planning to 
expand its distribution facilities into 
Georgia cities effective January 1, 
1956. The main Georgia office will 
be in Atlanta, with Larry H. Ellis in 
charge. 


ORLANDO, FLA.: The Wholesale 
Lumber Co. here, owned by H. W. 
Ecker, has been incorporated under 
the new trade-name of Wholesale 
Lumber Inc, L. E. Swope, a retired 
Ohio automobile dealer, has pur- 
chased stock and become vice-presi- 
dent of the firm, Ecker serves as 
president, Mrs, Ecker is secretary. 
Wholesale Lumber Inc. specializes 
in West Coast lumber products, in- 
cluding moldings, shingles, and 
beveled sidings. 


BIRMINGHAM, ALA.: The Dob- 
bins Bros. Lumber Co. has moved 
its offices from the Brown Marx 
Building here into its own new 
building at 1824 28th Avenue South. 
The new structure is air-conditioned 
and paneled throughout with dif- 
ferent types of wood distributed by 
this wholesale firm. The firm is a 
partnership consisting of James P. 
Dobbins Sr. and his two sons, Donald 
W. and James P. Dobbins Jr. The 
company employs five salesmen 
traveling the Southeast, 


CHARTERS OF INCORPORA- 
TION: Wholesale Lumber Co., Inc., 
Knoxville, Tenn, 


Huttig to Hold ‘Open 
House’ in Atlanta 


The new 60,000-square-foot ware- 
house and assembly plant of the 
Huttig Sash and Door Co. at Pearl 
Street and Fulton Terrace, S. E., in 
Atlanta, Ga., will be shown to deal- 
ers, architects, contractors, and 
others at “open house” on Saturday, 
December 10. 

Manager Smith Bellsnyder, Assist- 
ant Manager Rodney Sperry, and 
the sales staff will greet the visitors. 
Orchids will be presented to lady 
visitors and souvenirs to the men. 
A buffet supper and refreshments 
will be served from 2 p.m. to 7 p.m., 
according to Bellsnyder. 

Managers of Huttig wholesale 
branches from Jacksonville, Miami, 
Dallas, Birmingham, Memphis, Char- 
lotte, Roanoke are expected to attend. 
So are officials from the Huttig Sash 
and Door Co. home offices at St. 


Louis. These will include H. C. 
Gorbett, senior vice-president; Fred 
Stewart, vice-president and treas- 
urer, and T. R. Armstrong, vice- 
president and genera! sales manager. 

For the past two years, Bellsnyder 
has been field sales supervisor for 
Huttig, covering the 18-state area 
served by this manufacturer and 
wholesaler of millwork and building 
products, He previously was a sales- 
man for the Birmingham Sash and 
Door Co., a Huttig subsidiary, and 
traveled part of the Georgia terri- 
tory that now will be served by the 
new Atlanta office of which he is 
manager. 

Assistant Manager Sperry former- 
ly served Huttig in its Roanoke 
office. 


Jobber Service Bureau 
Formed at NPDA Meet 


Some 215 members and associates 
attended the combination fall meet- 
ing and regional conference held by 
the National Plywood Distributors 
Assn, at Miami Beach, Fla., Novem 
ber 6-9. 

A highlight of the convention was 
the formation of a non-profit cor- 
poration, the Jobbers Plywood Serv- 
ice Bureau, which will serve as a 
clearing house and information cen- 
ter for member distributors in need 
of assistance in placing specifications 
and expediting mill contacts. M. C. 
Davidson, one of the organizing di- 
rectors and first president, reviewed 
the urgency of the demand that had 
developed among distributors for the 
establishment of this bureau. 

Income to finance the bureau will 
come from dues and fees charged for 
use of the offices by non-member job- 
bers and manufacturers. 

Activities of another non-profit 
separate corporation, the Jobbers 
Plywood Promotional Fund, were re- 
ported on by Davidson. As president 
of this group, he announced that the 
number of subscribing participants 
now is 430 warehouses and repre- 
sents about 75 per cent of the total 
dollar volume moving through job- 
ber channels. Directors voted to be- 
gin collections of 15 cents per M on 
purchases of plywood products, 
which will be credited to local trad- 
ing areas and spent cooperatively by 
local participants. 

Louis G. Riecke, Tulane Hardwood 
Lumber Co., New Orleans, reported 
on grading rules, standardized pack- 
aging, prevention of damage in 
transit, and an outline of the demand 
for plywood items other than 4-by- 
8-foot sizes. 

Horace B. Edson, director of Man- 
agement Supervisory Techniques, 
Inc., outlined a program for training 
supervisors. He suggested organizing 
classes to further this work in small 
organizations. 

At a products clinic, James Fow- 
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(HANG UP) 
YOUR CUSTOMERS PREFER THE STRENGTH AND BEAUTY OF 





PATENTED 


HUTCHINSON’S 





383H VEL 





This new design is an outstanding deluxe grill that will 


fit any standard screen door. Like all other Hutchinson’s 





Scro-Grills, it is designed and built to give the utmost in 





beauty, strength, and sales appeal. All Hutchinson's 
Scro-Grills speak for themselves in the language of 


profits, For added protection against prowlers, install 



































~ 
| Scro-Grills on window frames. Cuts burglaries. For extra 
I L— ; profit, sell a complete installation of Scro-Grills for every 
ad | new home or modernization job. Scro-Grills are fully 
| protected by patents. Dealers direct if distributor dodges 

















“EFFORT PROTECTING” — 





V-8 Scro-Grill installed on storm door JOBBERS TO DEAL . . Beautifu tror stylish, the V-8 Scro 
E ) 
does not interfere with removal of wi is not a }0 somewhere grill 
screen or storm sash it tays put A fast seller and a 
builder of customer satisfaction 


| & X septal aM 
FOR STORM DOOR bie ZV | high. A FOR WOOD OR 

|| RS Loin 2a te 3 ALUMINUM DOOR 
V-8 Grill is easily attached directly to ; eal ine wollit 
face of the stiles on storm doors 1 iy =wpecranc: PF Above ketcr hows how simple and 
Screen sash or glass pane! sash can ] ¢ + 459 easy if is to install V-8 Grill on any 
be removed or instalied without inter- ] wood ofr yumMinum screen door Grill 
ference by the V-8 Grill, which is not | reversible, so that installation may 

be a lustrated here of as shown in 


attached to the insert sash j 
the sketch at the left 


33H YV3! 


“One of the very last National Grill Makers R. H. HUTCHINSON & CO. 


that does not sell to Mail Order Houses.” 2610 SYLVAN AVENUE 
DALLAS 12, TEXAS 
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ler, promotional] director of the Doug- 
las Fir Plywood Assn., detailed his 
group’s promotional plans for ’56. 
He promised an expansion in the 
hard-hitting campaign to increase 
consumer demands. 

Charles E. Close, managing direc- 
tor of the Hardwood Plywood Insti- 
tute, pointed out that revisions in 
the Commercial Standard, soon to be 
promulgated, would sharpen 1956 
promotion through the adoption of 
more descriptive grade terminology. 

William R. Works and Ed C. Stal- 
der, Crown-Zellerback Corp., told of 
the progress of plastic-surfaced ply- 
wood sales. They cited the growing 
market for exterior siding in both 
full sheets and narrow siding pat- 
terns, 

Another possibility for greater ply- 
wood sales was described by Arthur 
Williams, president of the Haskelite 
Manufacturing Corp, He told about 
a plastic sandwich offered in 4-by-8- 
foot sheets, with plastic or impreg- 
nated wood veneer faces, It was said 
to have distinct possibilities for cur- 
tainwall construction and other uses 
where permanent resistance to mois- 
ture, fire, and other destructive forces 
were required in a lightweight panel. 

Albert Hersh, president, Industrial 
Plywood Co., was elected second 
vice-president, a position that had 
been vacant for several months. 

A change in by-laws increased the 
board by five members. William L. 
Gouline, Central Building Supply 
Co., Baltimore, Md., was elected to 
represent the Eastern region; and 
Roland R, Remmel, Southland Build- 
ing Products, Little Rock, Ark., the 
Southern region. 


Nearly 400 Attend 
Dixie Jobber Meet 


Nearly 400 jobbers, suppliers, and 
their guests attended the 16th an- 
nual winter meeting of the Southern 
Sash and Door Jobbers Assn. at the 
Greenbrier in White Sulphur Springs, 
W. Va., November 13-15. 

Three featured speakers and a 
round of industry reports and dis- 
cussions blended with the prize- 
loaded golf tournament and social 
events. 

Charles E. Sigety, deputy com- 
missioner of the Federal Housing 
Administration, said his agency ex- 
pects the industry to build some 1,- 
200,000 housing units in 1956, He re- 
ported that progress was being made 
in speeding up the handling of FHA- 
insured loan commitments so that 
they soon should be on a two-week 
basis in most areas. He said that FHA 
would help push “Operation Home 
Improvement” next year, and that 
home improvements should add sub- 
stantially to the building volume. 

Dr. Cleo Dawson, a psychologist of 
Lexington, Ky., captivated her audi- 


50 








SOUTHERN BUILDING SUPPLIES for DECEMBER, 1955 


ence of men and ladies with an in- 
spirational talk entitled “Let’s Live 
and Like It.” 

As good as construction has been 
recently, we are far from overbuild- 
ing, the jobbers were told by Gor- 
don M. Looney, director of distribu- 
tion and research for the Libbey- 
Owens-Ford Glass Co. He pointed 
out that construction activity is not 
setting records when the physical 
results are compared on a basis of 
1938-39 dollar values. 

Supply conditions and industry 
problems were reported briefly by 
James F, Fowler, fir plywood; P. J. 
Kelly, glass; Ormie C. Lance, wood- 
work; Paul W. Curtis, ponderosa 
pine woodwork; and Enoch Israel- 
son, moulding manufacture. 


New Consoweld Jobbers 


The Consoweld Corp. has added 
15 new outlets to its national whole- 
sale organization, announced Jack 
Davies, general sales manager. The 
Teco Supply Co, with headquarters 
in Knoxville, Tenn., now also is 
handling Consoweld decorative plas- 
tic surfacing at its branch office in 
Birmingham, Ala. 

Other new distributors include the 
Nelson Hardware Co., Roanoke, Va.; 
Colp Wholesale Co., Fulton, Ky.; 
Sooner Sash and Door Co., Okla- 
homa City, Okla.; Hiser Supply Co., 
Cumberland, Md.; Dade Wholesale 
Supply Company, Miami, Fla., and 
Penn Dee Products, Inc., St. Peters- 
burg, Fla. 


Five Men Promoted 
by Marquette Cement 


The Marquette Cement Manufac- 
turing Co. has promoted five execu- 
tives to head various operating and 
engineering departments. The pro- 
motions were announced by Frank 
Moyle, vice-president in charge, who 
said all men will be located in Mar- 
quette’s Chicago headquarters. 

Lawrence H. Vroman was named 
manager of engineering and con- 
struction. In this new post he will be 
the administrative chief of Mar- 
quette’s engineering department, 
where he will coordinate and direct 
al] plant construction projects. Vro- 
man has been with the company 30 
years, and formerly was general 
purchasing agent. 

James H. Howe, formerly assistant 
director, has been advanced to the 
post of director of operations. 

Alfred E. Raae was named chief 
engineer. He had been chief drafts- 
man. 

Electrical Engineer George H. 
Ember has been advanced to the 
position of chief electrical engineer. 

James H. Confrey has been named 
chief civil engineer. 





AWI to Promote Wood 
Windows and Cabinets 


At its third annual meeting in 
Chicago recently, the Architectural 
Woodwork Institute voted to launch 
special wood window and wood cabi- 
net promotions during the coming 
year. Nearly 300 members and their 
suppliers attended the convention 
and elected new officers. 

Charles A. Rinehimer, founding 
president of AWI, became chairman 
of the board. He was succeeded as 
president by C. Albert Carlson, 
Minneapolis, Minn., special millwork 
manufacturer. Claude Twiellenmeier, 
Crescent Planing Mil! Co., St. Louis, 
Mo., was elected first vice-president. 
William L. Otis, Columbia (S. C.), 
Lumber and Mfg. Co., is second vice- 
president. 

Besides these, Southern members 
of the board of directors include 
M. D. Ebert, Fort Lauderdale, Fla.; 
Sam S. Edwards, Kansas City, Mo.; 
Craige Ruffin, Richmond, Va., and 
N. J. Welsh Jr., Corpus Christi, Tex. 

The 40-year-old Millwork Cost 
Bureau, which shares Chicago of- 
fices with the Architectural Wood 
Window Institute, put on a skit that 
stressed the importance of cost ac- 
counting if special millwork manu- 
facturers are to operate in a healthy 
profit climate. 


Paint Plant for Orlando 


Charles E. Lambert, president of 
the Lambert Corp., Houston, Tex., 
has announced the establishment of 
a protective coating manufacturing 
plant in Oriando, Florida. The new 
plant will manufacture and distrib- 
ute a complete line of Lambert 
paints, varnishes, lacquers, and 
waterproofings. 

Vic L. Sinisi, with 22 years’ ex- 
perience in the sale and manufacture 
of paint and waterproofing products, 
has been elected president of the 
Lambert Corp. of Florida. In addi- 
tion to Florida, a sales organization 
will cover Georgia, North and South 
Carolina, and Tennessee. 


New Tile Plant in Miss. 


A new plant that will produce 12 
million square feet of glazed wall tile 
a year, will go into production early 
next year in Jackson, Miss. It is 
to be owned and operated by the 
Jackson Tile Manufacturing Co. 

The Mosaic Tile Co. of Zanesville, 
Ohio, will distribute the entire out- 
put of the new Jackson ceramic tile 
plant. The Mosaic firm also markets 
the complete line of ceramic floor 
and wall tiles and all-tile accessories 
produced in its two Zanesville plants 
and those of five affiliated manufac- 
turers 
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sstrated. duette Custom Model 1820 FL with tubular fluorescent light, 
curved translucent shade and electrical convenience outlet and switch. 


A sales-builder at modest cost! 


MIAMI-CAREY’S A\!!-New 


Trend-Setting duette! 


Set the trend to more sales by featuring duette cabi- 
nets by Miami-Carey. In the duette, you have sales- 
making features other cabinets can’t give you! 
Exquisite new styling, accented by jewel-like sliding 
mirror doors melts milady’s sales resistance! And 
few men can resist that twin-size storage compart- 














Miami Cabinet Division, The Phi 


Better products for better buiiding since 1873 





ment, with times more space-—a place for 
everything! And, of course, Miami-Carey quality 
throughout! No wonder alert builders are making 
bathrooms salesrooms by equipping them with 
duette cabinets by Miami-Carey. 


Besides duettecabinets, lighted and unlighted, 
in models for every budget, Miami-Carey offers a 
complete line of handsome bathroom cabinets, 
mirrors, accessories and access doors. Check with 
your Carey representative about the nationally- 
advertised Miami-Carey line today! . a 


Write for d free copy of the 1955 
talog, ‘‘Glorifying the 
showing the complete 


Address Dept. SBS-12. 


Miami-Car 
American B wom 





Miami-Care 


Bathroom Cabinets, Accessories, Access Door and Fans 


p Carey Mfg. Company, Middietown, O 
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MINERAL WOOL PRES. 


Eldred Cayce, right, is congratulated 
on being elected president of the Na- 
tional Mineral Wool Assen. by E. K. 
Clark, the retiring president. Cayce, 
who is manager of the building prod- 
ucts division of the Tennessee Products 
and Chemical Corp., Nashville, Tenn., 
was elected at the recent NMWA meet- 
ing in Hot Spring, Va. Clark is a vice- 
president of the Johns-Manville Sales 
Corp., New York. Other new officers 
include the vice-presidemt, M. C. Fair- 
field, sales manager of the Insulite 
Division, Minnesota and Ontario Paper 
Co., and the treasurer, Jul Z. Hollman, 
of the Flintkote Co. 


Bituminous Pipe 
Manufacturers Organize 


To serve as spokesman for bitumi- 
nous pipe producers in the U. S., a 
new trade association has been 
formed. It is the Bituminous Pipe 
Institute. Its members include the 
Brown Co,, Line Material Co., and 
the Orangeburg Manufacturing Co. 

The bituminous pipe they produce 
is widely used by the plumbing trade 
for house sewers. They also make a 
perforated bituminous pipe, which is 
used for drainage of farmland, road- 
beds, and highways. 

Headquarters of the Bituminous 
Pipe Institute are at 370 Lexington 
Avenue, New York 17, N. Y. Frank 
H. Baxter Associates are serving as 
managers for the institute. 


Montiegel Heads NIWKC 


The opening of permanent offices 
and the selection of a manager for 
the newly-formed National Institute 
of Wood Kitchen Cabinets were an- 
nounced by Richard C, Chapman, in- 
stitute president. 

Directors voted to retain the 
Maurice E. Collins Organization of 
Chicago to conduct the association’s 
administrative and promotional pro- 
grams, Fred F. Montiegel has been 
named institute manager, and John 
E. Harr will be publicity director. 
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2@.~manufacturers NEWS 


VERNONIA, ORE.: C. L. (Connie) 
Anderson was advanced on Novem- 
ber 1 to the position of general 
manager of the Vernonia division of 
the Long-Bell Lumber Co. He be- 
came assistant general manager in 
May, 1953, when Long-Bell pur- 
chased the Oregon-American Lum- 
ber Corp., of which Anderson was 
vice-president, director, and general 
manager. 


LOUISVILLE, KY.: Thomas In- 
dustries, Inc., has bought the White 
Corp. of Milwaukee, Wis. The White 
firm is engaged in electronics re- 
search and development. It will be 
operated as a subsidiary of Thomas. 


RICHMOND, VA.: Thomas E. Par- 
rish is now a sales representative for 
the Southern Lightweight Aggregate 
Corp., with main offices in Richmond. 
The firm is expanding both personnel 
and manufacturing facilities, having 
recently completed an additional 
kiln at the Aquadale, N. C., plant 


CINCINNATI, OHIO: John M. Mc- 
Graw has been appointed sales rep- 
resentative for the Cincinnati branch 
of the Inland Steel Products Co., 
Milwaukee, manufacturers of the 
Mileor line of building products. 
McGraw will cover eastern Ken- 
tucky and Tennessee. 


MILWAUKEE, WIS.: The Mar- 
quette Cement Manufacturing Co., 
Chicago, has announced plans to 
construct a 1,250,000-barrel a year 
cement plant at Milwaukee. Besides 
the essential kiln, the plant will 
include storage silos with a capacity 
of 250,000 barrels, an outdoor storage 
area for raw materials, and shipping 
facilities and Marquette dock on the 
adjacent canal. 


SEATTLE, WASH.: Jack Boldrin 
is the new sales manager for Beadex 
Sales, Inc., local manufacturers of 
corner beads and dry-wall reveals. 
He formerly was assistant sales 
manager. Southern agent for this 


manufacturer is H. W. Sander- 
Cederlof, Tallahassee, Fla. 
PITTSBURGH, PA.: The Pitts- 


burgh Corning Corp. has created a 
new technical service department, 
to provide technical assistance to 
dealers and customers of PC glass 
block and Foamglas. Walter Lovett 
is manager of the department. 


AKRON, OHIO: Robert H. Kilgore 
has been named manager of the 
General Tire and Rubber Co.'s new 
flooring division. He has spent eight 
years with another major manu- 
facturer of plastic film and flooring 


CATONSVILLE, MD.: Willis H. 
Kirby has been appointed sales rep- 


resentative in the Maryland and 
Washington, D. C., territory for the 
McCloskey Varnish Co., Philadelphia. 


NASHVILLE, TENN.: Philip Mc- 
Intosh covers Tennessee and south 
ern Kentucky for the McCloskey 
Varnish Co, His headquarters are in 
Nashville. 


MARSHALLTOWN, IOWA: Effec 
tive December 31, the Lennox 
Furnace Co. will change its name 
to Lennox Industries, Inc. President 
John W. Norris said the change was 
made because of the wide diversifi- 
cation of products and services now 
offered by the company. 


FORT WORTH, TEX.: The Ready 
Hung Door Corp, has licensed the 
Iroquois Millwork Corp., Albany, 
N. Y., and the Iroquois Door Co., 
Syracuse, N. Y., to make and sell 
Ready Hung doors. They are the 
22nd and 23rd licensees for this 
packaged door and frame unit. 


ATLANTA, GA.: Theodore G 
Robinson is now special building 
trades representative for the Key- 
stone Steel and Wire Co., Peoria, 
Ill. He will cover Georgia, Florida, 
and the Carolinas. 


ST. PAUL, MINN.: Winston H 
McCallum is now publicity director 
for the Weyerhaeuser Sales Co. Be- 
fore joining this lumber firm, Mc- 
Callum was publicity director for 
the National Plywood Distributors 
Assn. 


ORANGE, TEX.: The Texas Port- 
land Cement Co. has let a $330,000 
contract for construction of four 
cement silos, a slurry tank, and mix- 
ing tank. The plant will have a 
capacity of 1,500 barrels per day, 
using sea shell, gypsum, and clay 
in the manufacture of its portland 
cement. 


CUMBERLAND, MD.: Robert M. 
Hainsfurther has been appointed 
manager of the Pittsburgh Plate 
Glass Co.’s $34,000,000 plate glass 
plant now under construction at 
Cumberland. During the last six 
years, Hainsfurther has been assist- 


ant plant manager at the large 
Creighton, Pa., glass plant. 
ST. LOUIS, MO.: Walter T. 


Knight has been appointed a sales 
representative in the St. Louis area 
for John W. Masury and Son, Inc., 
Baltimore, Md., firm. Knight has 
traveled this territory as a sales 
representative for other manufac- 
turers for over 25 years 

TOLEDO, OHIO: William L. Whit- 


comb has been appointed advertising 
manager of the L-O-F Glass Fibers 
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Co. He was advertising manager for 
Glass Fibers, Inc., before that firm 
merged with the Fiberglas and 
Corrulux divisions of the Libbey- 
Owens-Ford Glass Co 


PITTSBURGH, PA.: James S. 
Hoover is new sales representative 
in West Virginia and western 
Pennsylvania for the American 
Sisalkraft Corp. He replaced Don 
Dolfie, who was transferred to 
Chicago. 


GREENVILLE, MISS.: H. B. Mc- 
Cormick Jr., manager of the Green- 
ville plant of the Chicago Mill and 
Lumber Co. for 10 years, has been 
named production manager of 
Southern Forestry Products, Clinton 
Luckett, assistant manager of the 
Greenville plant, has been made 
sales manager. 


ORANGE, TEX.: A four-step ex- 
pansion program involving eight new 
buildings to form one of the most 
integrated lumber plants in the 
Southwest has been announced by 
the Lutcher and Moore Lumber Co. 
The buildings will contain a total of 
104,500 square feet. Production is 
being planned to utilize the entire 
log, including sawdust and shavings, 


DALLAS, TEX.: Frank D. Klein 
has been made Southwestern re 
gional sales manager of the United 
States Air Conditioning Corp. of 
Minneapolis, Minn. From his Dallas 
headquarters, he will supervise sales 
in Texas, Oklahoma, Arkansas, 
parts of Tennessee and Louisiana, 
New Mexico, and Colorado 


ST. LOUIS, MO.: John E. Meroney 
has been named district manager 
of the new St. Louis office of the 
Penn Metal Co., Inc., which was 
opened September 1. Meroney was 
with the Wheeling Corrugating Co, 
and Inland Steel Products Co. before 
opening his own building material 
firm in 1954, 


RICHMOND, VA.: The National 
Gypsum Co. has announced plans 
to establish a new sales district with 
headquarters in Richmond, The office 
is expected to open January 1. 


MANSFIELD, OHIO: R. J, Sargent 
has been appointed general manager 
of the Westinghouse major appliance 
division, a newly-created division 
within the corporation's electric 
appliance group. 


NORTH BEND, ORE.: One of the 
most modern sawmills in the North- 
west has been put into operation 
by the Menasha Plywood Corp. It 
is designed exclusively for the manu- 
facture of 2-by-4-by-8 studs for the 
building market, A. P. Stinchfield is 
general manager of Menasha Ply- 
wood and Mowry Smith Jr. is man- 
ager of the Menasha Sales Corp. 

KANSAS CITY, MO.: G. R. Seid 
litz was re-elected vice-president 
of the central zone for the National 
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ELLIS T. (PAT) FLANNIGAN has 

been appointed Southern sales repre- 

sentative for the American Sisalkraft 

Corp. From his home in Memphis. 

Flannigan will cover the states of 

Tennessee, Arkansas, Mississippi, and 
Louisiana. 


Paint, Varnish and Lacquer Assn 
at its recent Washington, D. C., 
convention, He is president of the 
Seidlitz Paint and Varnish Co. 


CHICAGO, ILL.: John Hosford 
has been named executive secretary 
of the National Assn. of Domestic 
and Farm Pump Manufacturers. He 
succeeded Herbert C. Angster, who 
retired after 23 years of service. 


NORTH MIAMI, FLA.: Edward J. 
Jirovec has been appointed manager 
of engineering sales for the Ludman 
Corp., manufacturer of aluminum 
awning windows and jalousies. For 
the past eight years, he has served 
as salesman, general manager, and 
sales manager for a Wisconsin manu- 
facturer of aluminum windows, Mal- 
colm W. Muchmore, former public 
relations director for the Structural 
Clay Products Institute in Wash- 
ington, has joined Ludman as as- 
sistant to the president in directing 
stockholder relations. 


Skuff Guard in Miami 


Skuff Guard, Inc., has opened a 
new plant at 3232 N. W. 38th Street 
in Miami, Fla. 

The factory will turn out a new 
scuff plate and threshold made from 
heavy aluminum extrusions, Plans 
are under way for national distribu- 
tion of the new building product, 
according to President Charles E. 
Seabrook. 


Stanley Buys Denison 
Corp. in Florida 


Sale of the assets of the Denison 
Corp. and its subsidiaries to the 
Stanley Works of New Britain, 
Conn., has been announced by E. L. 
Denison, president of the purchased 
firm, He said that the company will 
hereafter be known as the Stanley 
Building Specialties Co., which he 
will serve as vice-president and 
general manager. 

The new organization will con- 
tinue to manufacture aluminun awn- 
ing windows, jalousie windows and 
doors, and market them on a national 
basis. Additional aluminum products 
are being engineered for marketing 
in the near future. 

The Stanley Works are veteran 
producers of builders hardware and 
carpentry tools. With Stanley’s add- 
ed facilities, Denison explained, the 
new subsidiary will be able to manu- 
facture a greater variety of products 
and place added emphasis on mar- 
keting and service. 

In eight years the Denison firm 
established national distribution of 
awning and jalousie windows—and 
pioneered in several ways. Denison 
was first to develop a completely 
KD (knocked down) aluminum 
awning window and a completely 
weatherstripped jalousie. 

The treasurer of the Stanley Build- 
ing Specialties Co. is W. C. Milkey, 
vice-president of the Stanley Works. 
Hank Levy is the advertising and 
sales promotion manager. 


Represent Monarch in 
Kentucky, West Virginia 


Ken Beukema and Associates, 1413 
Hope Street, S. E., Grand Rapids, 
Mich., have been appointed to rep- 
resent the Monarch Metal Weather- 
strip Corp. in the east central] states 
as manufacturer sales representa- 
tives, according to A. Naughton 
Lane, Monarch vice-president. 

The sales firm, headed by Ken 
Beukema, will cover from its head- 
quarters in Grand Rapids the states 
of Michigan, Illinois, Indiana, Ohio, 
western Pennsylvania, Kentucky, 
and West Virginia. 

The company will work with and 
assist millwork jobbers in the pro- 
motion of Monarch-weatherstripped 
complete window units among archi 
tects, builders, and retail lumber 
dealers. 


New York Wire Expands 


As the initial step in a long-range 
expansion program to better serve 
the hardware and building materials 
industries, the New York Wire Cloth 
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of home development . . . designing, construction, and 
actual occupancy. When you specify Clay Pipe, Flue 
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struction on schedule, because Clay Products are readily 
available everywhere. And the eventual owner has no 
trouble with his building sewers, walls, or chimney, 
because the Clay Products that guard these vital structures 
never wear out, Clay Products are now better than ever 
before — stronger and far more attractive. Specify them 
for every home you design! 
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Co., York, Pa., has budgeted $350,000 
to increase the capacity of its wire- 
drawing plant, 

When the new aluminum drawing 
mill has been installed, production 
of all three of the company’s wire- 
screen products — galvanized steel, 
aluminum, and bronze — will start 
from rod stock, according to Presi- 
dent Louis D. Root Jr, 

Production at the plant will exceed 
300,000,000 feet a day almost 
enough wire to circle the equator 
2% times 


Oral Waring Joins 
John T. Everett & Co. 


G. ORAL WARING, above, has been 
appointed general manager of the 
Building Products Division of John 
T. Everett and Co., manufacturers’ 
representatives. The appointment 
was announced by W. N. Wilkerson, 
managing partner of this firm which 
has offices and warehouses in Mem- 
phis, Atlanta, and Houston. 

Waring had recently served as 
Southern division manager of the 
Lehon Co., manufacturers of asphalt 
roofing products. He formerly was 
associated with the Insulite Division 
of the Minnesota and Ontario Paper 
Co., and with the U. S. Gypsum Co. 

In his new position Waring will 
have full responsibility for sales and 
management of the Building Prod- 
ucts Division in the entire Southern 
area served by Everett, Wilkerson 
said 


More Atlantic Steel 


The ingot capacity of the Atlantic 
Steel Co, was increased 30 per cent 
last month when a second top-charge 
electric furnace was placed in opera- 
tion in the firm’s Atlanta, Ga., plant. 
The furnace has a rated capacity of 
75 tons, so it can produce more than 
125,000 tons of steel annually. 

The two furnaces are the largest 
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in the Southeast and augment the 
output of Atlantic Steel’s three open- 
hearth furnaces. A new dust collec- 
tion system in the electric furnace 
building eliminates the dust and 
smoke generated by melting. 
These furnaces make the Atlantic 
Steel Co. the largest producer of 
electric-furnace steel south of Pitts- 
burgh, The firm is locaily owned 
and a wholly independent producer 


Aluminum Products 
Division Sold to Coffman 


Sale of the ornamental Aluminum 
Products Division of the Wolfe and 
Mann Manufacturing Co., Baltimore, 
Md., to the R. G. Coffman Co., Inc., 
Orlando, Fla., has been announced 
by W. J. Mann Jr., president. He 
said the sale would enable his com- 
pany to concentrate on meeting in- 
creased demand for its switch-gear 
and control board products. 

The purchase was said to include 
all equipment and machinery used 
for the manufacture of a complete 
line of aluminum porch posts and 
railing, and the inventory of finished 
products and raw materials on hand 
at the factory. 

“Because of the wide-spread ap- 
peal of aluminum, the new products 
will fit readily into our national 
distribution through millwork job- 
bers, lumber and building supply 


MARTY E. DOWNS has been pro- 
moted to sales promotion representa- 
tive of National Woodworks, Ine., 
Birmingham, Ala. His duties will in- 
clude coordination of sales and dis- 
tribution § activities for dealers in 
Tennessee and Georgia for National 
Quality Seal windows, panel windows, 
Ready-Hung doors, and other National 
millwork items. Downs also will set 
up new dealerships in the two states. 


CLARENCE H. HILL has joined W. L. 
O'Callaghan and Associates, manufac- 
turers’ representatives in Austell, Ga., 
as a salesman in the Carolinas and 
Virginia. Except for his service in the 
Army, which he left as a major, “Bub 
ba” Hill has spent the last 18 years 
as a salesman and store manager for 
the Du Pont paint organization. His 
headquarters now are at 1526 Lilae 
Road, Charlotte, N. C. 


dealers,” said Leroy B. Coffman, 
president of the R. G. Coffman Co., 
nationally recognized manufacturers 
of residential ornamental iron prod- 
ucts 


Wrenn Bros. Occupy 
New Atlanta Warehouse 


Wrenn’ Brothers, Southeastern 
material-handling equipment dis 
tributors, have occupied their new 
warehouse and office building at 
1145 Zonolite Road, N. E., in a new 
industrial section of Atlanta, Ga 
With 12,000 square feet of floor 
space, the new plant is twice as 
large as the old Boulevard location 

The building is of brick with hand 
some ornamental iron entrance. Al 
lowance has been made. for future 
expansion. Ronald H. Flood is in 
charge of the Georgia operations of 
Wrenn Brothers. 

Founded in Charlotte, N. C., in 
1943, Wrenn Brothers sell and serv 
ice fork-lift trucks and attachments, 
casters, warehouse trucks, and other 
material-handling equipment. A new 
division of the firm offers special 
material-handling engineering 

The firm has headquarters in 
Charlotte and other branches at 
Greenville, S. C., and Richmond, 
Va. Preston Wrenn is general man 
ager, George Wrenn is general sales 
manager. Paul Wrenn is treasurer. 
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These dealer aids help you 
sell Certain-teed products 


It’s a complete merchandising package that can help you sell all of the 8 basic 


Certain-teed building materials: asphalt and asbestos-cement roofing and 


siding; gypsum wallboard; sheathing; lath; plaster; Fibes 


las insulation; paints 


This Home is Protected by 


WOODTEX SHINGLES 


Lim Jad 4O0f you CAN MU; 


GOOD.wit, 
PIECES 
STORE SIGNS Practica] usefy 
AND DISPLAYS you to , ! items fo, DEALER 


build poog out © help ADVERTISING AND 
They're SALES HELPS 


good 
Colorful, eye-catching pieces work and will 
“Nd time « 
4vVers 
Hard-working, hard.-selling 
4ppre, late 


Customer will 


PI. “ prec es you can use 
Phe, your own name 
Counter Cards Pay Revel papers, radio or direct mail 
Window Cards On-the-Job ar 
Decals Signs 
Outside Signs 


you can use to turn counters, 
wall, floor and window space 
over 
into effective selling areas. 


fornew 


4-Color Envelope Stuffers 


Do-it-Yourself Folders 
Wall and Floor Displays 


Blotters 
he Ad Mats 
rds WI /7 
Paint Color Ca Certain teed Radio Scripts 
es 
UL 
PRODUCTS 


4sk your Certain-teed representative about these Certain-teed 


; and dealer helps 


( CERTAIN-TEED PRODUCTS CORPORATION 
erlain-teed ARDMORE, PENNSYLVANIA 
4% 





EXPORT DEPARTMENT, 100 EA 
ASPHALT ROOFING © SHING 5 CEMENT ROOFING AND SIDING SHINGLES 
GYPSUM PLASTER © LATH «© WA . (EATHING © ROOF DECKS 

FIBERGLAS BUILDING INSULATION « NSULATION © SIDING CUSHION 
Quality made Certain . . . Satisfaction Guaranteed PAINT PROOUCTS—ALKYD © LATEX © CASEIN © TEXTURE © PRIMER-SEALER 


T., NEW YORK 17, NY 


© ASBESTOS 
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ROOFING FOR LOW PITCH 


Ranch Roof is a new roofing prod- 
uct especially made for roofs with 
pitches 3” or less, by Bird and Son, 
Inc., Dept. SBS, East Walpole, Mass. 

Ranch Roof combines the over-all 
durability and protection of built-up 
roofs with the beauty and economy 
of asphalt shingles, It has shingle 
weight and construction and attrac- 
tive shingle exposure. 

Yet Ranch Roof is rolled on. It 
provides built-up protection and a 














strong, tight seal against water 
back-up, It is thick and easy to 
apply. It is approved by FHA. 
Available in a variety of colors 
and blends and soft “weather-tex” 
blends, Ranch Roof runs without 
interruption over the broad sweep 
of the modern low-slope roof. Deep 
shadowlines add to its beauty. 
Write for P529. Use coupon below. 


‘AUTOMATIC’ FORK LIFT 


The TowmoTorque drive now avail- 
able on Towmotor fork-lift trucks 
represents a new concept in auto- 
matic transmissions, according to the 
manufacturer, the Towmotor Corp., 
Dept. SBS, 1226 East 152nd Street, 
Cleveland 10, Ohio. 

With this new automatic trans- 
mission, no gear-shifting delays the 
loading and unloading of freight 
cars and highway trucks. The Tow- 
moTorque automatically supplies 
the correct torque to the Towmotor 
lift-truck’s drive wheels, as required 
by changing operations, 

Available as a standard accessory 
for most Towmotor fork-lifts is an 
Unloader attachment. It makes pos- 
sible mechanical unloading of pal- 
letized and non-palletized loads 
from the lift truck through the use 
of equalized hydraulic power. 

Write for P530. Use coupon below. 








D-1-Y LINOLEUM LINE 


A line of linoleum especially de 
signed for Do-It-Yourself installa 
tions is announced by the Armstrong 
Cork Co., Dept. SBS, Lancaster, Pa 

This linoleum is made in strips 
24” wide for ease of handling both 
in store and home. Edges are preci- 
sion-trimmed to eliminate necessity 
of cutting seams. The material is 
available in 15 top-selling patterns 
that were selected for easy match 
ing, giving the completed floor a 
seamless appearance. 

In connection with this linoleum 
line, Armstrong has developed a 
home mechanic’s kit for easy instal- 
lation, It contains a tool for fitting 
linoleum, an awl, notched trowel! 








Please send more details of new products for which numbers are circled below. 


P529 P530 P531 
P539 P540 P54i 
P549 P550 P551 
P559 P560 P561 
P569 P570 P571 


Fill in this coupon, 


cut it out and mail to 





806 Peachtree St., N. E. 
Atlanta 5, Ga. 
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with 
Pressure-Croescted weed 


on your farm 


v 
4 
~ 
~ 


CREOSOTE 


These five folders, made available to you by United States plans for a variety of farm structures. It, too, stresses the long 
Steel, are hard-working, sales-building promotion pieces. life of pressure-creosoted wood 

They help you build sales of pressure-creosoted wood by Send in the convenient coupon and get your supply of these 
stressing its advantages and by showing your farm and ranch free give-av folders and also your own copy of Plans for 


customers where and how to use pressure-creosoted fence Farm and Ranch Structures. You will find that they will be 
posts and poles. very useful ir easing your sales of pressure-creosoted wood 


product 
A Boring Tale tells the story of Terrence the Terrible Termite 
and shows the havoc he can create when fences and barns are 
built from untreated wood. 


= 
| 
| 
| 


Agricultural Extension, Room 4996 
United States Steel Corporation 


Fe Planning Saves and Fences That Pay contain many helpful 
tee a rs y : 525 William Penn Place, Pittsburgh 30, Pa 


pointers on the layout and construction of fences as well as on 
the use of pressure-creosoted fence posts Please send me information on your merchandising program for 
; J pressure-creosoted products and the name of treaters 

Build and Save gives the farmer and rancher many tips on good 
pole frame construction and explains why pressure-treated 


poles will out-last untreated ones 


Nome 


Pians for Farm and Ranch Structures, designed for your own use, Address 


shows how you can help your customers get USDA approved 
City 
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for spreading adhesives, chalk line 
for measuring off a room, and lino- 
leum knife. 

Write for P531. Use coupon page 58. 


MODERN DOOR KNOB 





The Western Lock Manufacturing 
Co., Dept. SBS, 211 North Madison 
Avenue, Los Angeles 4, Calif., has 
introduced the Sunray door knob 
and backplate for distinctive door 
treatment at budget prices. 

Sunray features an inverted cone 
in the knob, which reflects a geo 
metrical pattern of light rays from 
any angle. Since the reflecting sur- 
face is not touched by hands, the 
brilliance remains. Sunray is made 
in all standard finishes in a com- 
plete range of models for every door 
in the home. 

Write for P532. Use coupon page 58. 


PIVOTED HOOK CARRIER 


The Ross straddle carrier with pivot- 
ed hook adaption eliminates the 
necessity for bolsters — no auxiliary 
equipment is needed to load and 
unload the carrier, This series 81 
pivoted hook truck is announced 
by the Ross Carrier Division, Clark 
Equipment Co,, Dept. SBS, Benton 
Harbor, Mich, 

Operations in the lumber yard 
are greatly speeded up by the fact 
that one man can pick up, carry, 
and unload stacks of lumber with 


out help. 
The 10,000 pounds of straddle 
carrier handles 20,000 pounds of 


material. Load and machine weights 
are evenly distributed on all four 
wheels, 

Write for P533, Use coupon page 58. 


IN-WALL BARBECUE UNIT 


Complete plans, specifications, and 
component parts for “in-wall” in- 
terior or out-of-door built-in barbe- 
cues are offered by Huntington Iron 
Works, Dept. SBS, 14281 Foothill 
Boulevard, La Canada, Calif. 

These built-in units feature the 
Huntington cone-shaped heating unit 
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that is so efficient and economical 
to use. A cast-iron grate holds the 
intense heat of glowing charcoal 
without warping or burning. 

An asbestos wick makes it safe 
and easy to get charcoal burning 
without kindling, The wick is dipped 
in coal oil or alcohol and replaced 
in the cone to start charcoal burning 
right away. : 

Write for P534. Use coupon page 58. 


WOOD FOLDING DOORS 


The Hough Shade Corp., Dept. SBS, 
Janesville, Wis., has patented four 
quality features of its line of wood- 
slat folding doors, 

Covered by the new patents is 
the clip hanger assembly, including 
the U-shaped transparent fastener 
by which the glide for overhead 
track is secured to the door. Also 
patented are the unique arrange- 
ment of wide and narrow wood slats 
to define each fold of the Ra-Tox 
Fashionfold door, the structure, and 
mechanical features of the easily- 
gripped plastic handle and latch. 

Write for P535. Use coupon page 58. 


2-EDGE HACK-SAW BLADE 


The Griffin double-edge hack-saw 
blade has teeth on one side for 
heavy-duty cutting and on the other 
for light cutting. It is made by the 
G. W. Griffin Co., Dept. SBS, Frank- 
lin, N. H, 

The heavy-duty side will cut bolts, 
pipe, and rod. The light side cuts 
light tubing, sheet metal, thin wall 
conduit, and similar items. 

Write for P536, Use coupon page 58. 


ASH PIT DOOR 


A steel clean-out door for chimneys 
and ash pits is announced by the 
Majestic Co., Inc., Dept. SBS, Hunt- 
ington, Ind. 

The model 80-R measures 8” 
square, Formed of carbon steel, the 





entire door is given a green baked- 
enamel finish at the factory. The 
door has a handy latch that serves 
both as an opening handle and lock. 

Write for P537,. Use coupon page 58. 
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LOW-COST ATTIC STAIR 





An attic stairway priced for project 
builder sales is announced by the 
Challenger Products Co., Dept. SBS, 
P. O. Box 6644, Memphis, Tenn. 

This folding stair has a comfort- 
able long handrail for balance and 
safety. The door panel is of hard- 
wood and all hardware is finished in 
aluminum. 

For greater safety, treads are 
closer together than in many attic 
stairways. The stair’s safety is un- 
derwritten by Lloyds of London. 

Write for P538. Use coupon page 58. 


1-COAT TEXTURE PAINT 


A new one-coat interior paint, “3-D 
Texture Paint,” covers surface de- 
fects such as hairline plaster cracks 
in only one coat. There is no shrink- 
age when dry, according to the 
manufacturer, Dayton Color Works, 
Dept. SBS, Dayton, Ohio. 

Easily applied with brush or roller, 
3-D Texture paint can be textured 
with sponge, brush, or whisk broom 
It comes in white and can be tinted 
with Kem tinting colors for a com- 
plete range of modern decorator 
colors. It usually dries to a wash 
able finish in one hour, 

Write for P539. Use coupon page 58. 


PLASTERING MACHINE 


The model AG-25 Plaster Master 
is said to be the first small, low-cost 
finish plastering machine contain- 
ing a true plaster pump. It was 
introduced by the Santa Anita 
Manufacturing Corp., Dept. SBS, 
2828 Newell Street, Los Angeles 39, 
Calif. 

It is designed for all kinds of 
plaster finish — acoustic, sand on 
interiors, stucco on exteriors, bro- 
cade, and other interior finishes. It 
also will pump all types of plaster 
and cement such as sand, perlite, 
vermiculite, pumice, gypsum plaster, 
and portland cement. 

The AG-25 Plaster Master has a 
2%-HP gasoline engine, 4-cubic-foot 
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It’s easy 
to install 


VENT-A-WALL 


WINDOW UNITS 


Nail sub sill to plate. 

Check placement of units for 
correct position as inswinging, 
outswinging or stationary sash. 

Tie units together by nailing thru 
jambs at head, sill and mullion, when 
installing individual units in wall to 
form a group. Groups can be 


orcas | installed by one man when using 
i 
fl this method. 


Groups can also be bench nailed 
and installed in wall as group. 

Mitre casing trim for 45° joint at 
top corners. 

Apply mull casing over joints of 
abutting units, nailing vertical first — 
then horizontal. 

Remove sash during heavy con- 
struction and plastering. 

Paint while sash is removed. 


ot) Flag 
¢** °» 
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+ 


VENT-A-WALL 
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R-O-W DISTRIBUTORS 
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hopper, pump with '%4-cubic-foot per 
minute capacity, and %” hose. It 
weighs 250 pounds. 

Write for P540. Use coupon page 58. 


HOLLOW-CORE PANELS 





A new kind of wall and ceiling 
paneling, called Korelock, is an- 
nounced by Marsh Wall Products, 
Inc., Dept. SBS, Dover, Ohio. 

Each Korelock panel combines 
two sheets of Masonite tempered 
hardboard and an interlocking wood 
core, The face has a durable plastic 
finish in plain color or wood pattern 
The back sheet is sealed and baked 

Edges of each panel are tongued 
and grooved for quick installation. 
No back-up materials, splines, clips, 
mastic, bracing, or divisiona! mold 
ings are needed, 

Write for P541. Use coupon page 58. 


INSULATING WOOL 


Red Top insulating wool consists 
of mineral wool blankets enveloped 
in genuine aluminum foil, made by 
the United States Gypsum Co., 
Dept. SBS, 300 West Adams Street, 
Chicago 6, Il. 

These new reflective blankets are 
available in 2” and 3” thickness and 
in 4’ and 8’ lengths. 

The aluminum foil envelope of 
Red Top insulating wool is non- 
porous on one side and perforated 
on the other, The non-porous side, 
facing interior walls, serves as a 
vapor barrier, The perforated side 
allows moisture to escape. 

Write for P542. Use coupon page 58. 


TINTS ANY PAINT 


Sheffield Tints-All is a new tinting 
formulation that is said to color any 
paint, whether it be alkyd, oil, resin, 
or latex base. It is made by the 
Sheffield Bronze Paint Corp., Dept 
SBS, 17814 Waterloo, Cleveland 19, 
Ohio, 

The tint is packaged in colorful 
metal tubes. A metal storage cabinet 
contains a full selection on shelves 
and a display sign in front. Color 
cards and promotional literature also 
are available 

Write for P5438. Use coupon page 58. 
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PROTECTS WOOD POSTS 


The R. G. Coffman Co., Inc., Dept. 
SBS, P. O. Box 1113, Orlando, Fla., 
announces a bearing plate to hold 
4”x4” wood posts %” above the floor 
out of water, It also allows air dry- 
ing of the post end. 

Each post-bearing plate resists 
wind lift with a 4,650-pound hold- 
down power and meets FHA speci- 
fications. 

Write for P544. Use coupon page 58. 


BATHROOM CABINETS 


A line of sliding-door, mirrow-front 
bathroom cabinets has been intro- 
duced by the Tedrick Brothers 
Manufacturing Co., Dept. SBS, Kent, 
Wash. 

To match the general wood trim 
of the home, cabinets are trimmed 
in Philippine mahogany, maple, or 
oak. The cabinets feature an all- 
stee] interior with white baked-on 
enamel, Mirrors glide easily in the 
steel and plastic tracks. 

Write for P545. Use coupon page 58. 


K-D PLYWOOD KITS 








The Douglas Fir Plywood Assn., 
Dept. SBS, 1119 A Street, Tacoma 
2, Wash., announces a line of knock- 
down plywood kits for the Do-It- 
Yourself market. 

The items are picked from plans 
published by the association. The 
kits are the answer to frequent 
demands by customers for kits to 
construct such items as a stacking 
cabinet, buffet, toy storage truck, 
portable bar, and others. 

Each kit contains all parts for 
the project, milled to exact sizes 
and tolerances. Directions are clear 
and concise and are facilitated by 
step-by-step illustrations. 

Write for P546. Use coupon page 58. 


IMITATION BRICK 


Bricork is a panel for use where 
the decoration of brick is desired 
but where a lower-cost material can 
give the same effect. It is offered 
by Bricork, Dept. SBS, 116 Old Army 
Road, Scarsdale, N. Y. 

The lightweight Bricork panel is 
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l’ x 3’, 1” thick, with mortar joints 
¥%” deep. Panels are said to sell for 
less than $3 each, They are applied 
with nails or a waterproof mastic. 
Soundproofing qualities are equal 
to 20 inches of concrete. 

Bricork can be painted and work- 
ed with tools like wood. 

Write for P547, Use coupon page 58. 


ALL-PURPOSE FINISH 


Poly-Ep Platon is a new finish for 
interior or exterior use, including 
floors and redwood siding. This poly- 
amide epoxy finish is made by the 
Minnesota Platon Corp., Dept. SBS, 
Pipestone, Minn, 

The finish is made of two compo- 
nent materials that are packaged 
in a two-compartment container to 
make mixing foolproof. A chemical 
reaction between the two materials 
continues for about seven days, after 
which the film becomes extremely 
hard. The first coat dries in about 
30 minutes and a second coat may 
be applied in six or eight hours. 

Poly-Ep Platon is made in clear 
and colors, with gloss or satin finish. 
A primer is available for new wood 
surfaces. 

Write for P548. Use coupon page 58. 


EXTERIOR LATEX PAINT 


A breather-type viny] latex exterior 
coating is announced by the Enter- 
prise Paint Manufacturing Co., Dept. 
SBS, 2840 S. Ashland Avenue, Chi- 
cago 8, Ill. It contains silicone for 
water repellence. 

This paint is especially formulated 
for surfaces where dampness is a 
problem and where oil paints will 
not seal. Water thinned, the paint 
is ready for use. Although it is 
especially recommended for outside 
use, it also is most practical as an 
interior coating and basement wall 
paint. 

The paint’s finish is flat. Despite 
its chalk-like appearance, the paint 
may be brushed, sprayed, or applied 
with a wool roller. It dries in four 
hours under normal conditions. 

Write for P549. Use coupon page 58. 


PORTABLE RADIAL SAW 


The Skil Corp., Dept. SBS, 5033 N. 
Elston Avenue, Chicago 30, IIl., has 
added a new tool to its line of port- 
able electric tools — a radial saw 
weighing only 169 pounds. 

Two men easily can move the 
saw from job site to job site. De- 
signated as model 649, the saw can 
be fitted with blades to cut stone, 
tile, other masonry, metals, as- 
bestos, and composition materials, 
in addition to wood. 

The saw is conservatively rated 
at 144-HP. Its depth of cut is 3 1/16”. 
Its straight cut-off capacity is 18” 
and its rip capacity is to the center 
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of a 48” panel. Cut-offs to 12” can 
be made up to 45 degrees. Blade 
diameter is 8%”. 

Write for P550. Use coupon page 58. 


ALUMINUM WATER HEATER 


The Clayton and Lambert Manufac- 
turing Co., Dept. SBS, 1701 Dixie 
Highway, Lousiville 10, Ky., an- 
nounces “Alumilux,” said to be the 
first all-aluminum water heater. 

This water heater is said to cost 
less than ordinary tanks because it 
will last longer, since aluminum can’t 
rust. The aluminum unit also makes 
possible higher water temperatures 
— up to 180 degrees F, 

The aluminum unit also leads to 
lower operating costs, since alu- 
minum absorbs heat faster and holds 
it longer. 

Write for P551. Use coupon page 58. 


AUTOMATIC PANEL SAW 


A fully-automatic panel saw, model 
MA, is announced by the Hendrick 
Manufacturing Corp., Dept. SBS, 11 
Selman Street, Marblehead, Mass. 

The panel saw is used for sizing 
and trimming plywood, plastic, or 
metal sheet stock. It can also be 
used manually. 

The model MA is available with 
capacities from 4%’ to 12%’ and 
with motors up to 3 HP. It produces 
a clean, accurate cut in full view of 
the operator. A simple adjustment 
permits cutting on both passes, 
doubling production. 

Write for P552. Use coupon page 58. 


DRYWALL CORNER GUARD 





Drywall Trim, Inc., Dept. SBS, 2408 
North Farwell Avenue, Milwaukee 
11, Wis., offers an improved all 
steel corner guard for drywall con- 
struction. It is designated as No. 240 

The nose of the trim is wider for 
spacing the spackle farther from the 
corner. The undercutting provides 
a better grip. The nose is tapered 
to the contour of the featured-out 
spackle. 

Holes under the nose permit the 
spackle to rivet itself to the nose 
with a positive key. 

Write for P553. Use coupon page 58. 





























SOLID CORE PLASTIC DOORS 
—space- and money-saving doors and room dividers 


In Novafold, you have a top-quality 
product that is guaranteed for one year by 
the manufacturer against defects. This unit 
folds into the smallest space possible, thus 
increasing the useable floor and wall space. 

Novatold affords the latest design 
features——in a wide range of size and 
color combinations—at a price 25 to 50% 
less than for doors of comparable quality. 


By saving the space a swinging 
wastes, you increase the useable area 
any room! The Novafold Solid C 
Plastic Door provides this attractive sal 
feature—at a price 25 to 50% less tl 
comparable Vinyl-covered doors 


Novafold folds to 16% of its expand 
width in a flush-with-the-wall 44” stack 
i” leaves, in individual, full-lengel 
pockets in the Vinyl Plastic cover, give Novafold is installed in 4 to 7 minutes. 
you a solid core door — room-to-roon In new construction — no furring, trim 
or roughing is needed. There are no floor 
guides. With special track, Novafold is 
available for curved openings 


privacy——true accordion folding 


Smooth, silent operation is assured | 
self-lubricating Nylon slides. An exclu 
Novafold feature is the linkage chai 
that gives even pleating when th« 
is drawn 


Colors: Beige, Dark Green, Chartreuse, 
Eveshell, Gray and Red 

May we send you color samples and 
pecification data suggesting many appli 
ations of Novafold in the home? Please 

lress your inquiry to Department M-16 


Novafold is available in six colors 
a wide range of sizes — affording 


limited application possibilities 


individual pockets, 
t accordion-folding. 


4” leaves 


assure perfe 





Easy-grip handle. Soft, Plastic 
beading affords silent closing 
and tight fit— door-to-door and 
jamb-to-jamb. 


Extruded heavy-gauge aluminum 
track, fixed to the top of the opening 
Self-lubricating Nylon swivel slide 
fixed to metal plate riveted to leaf 


state La 





TRENTON 3, N. J, 


A wholly-owned subsidiary of ymnpany— manufacturers of the oldest 


and strongest insulating bu rd; wood-teatured and stricted panels 
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Ghunches 


BASEMENT WINDOW. The Gabriel! 
basement window, made of heavy- 
duty extruded aluminum, requires 
no painting or upkeep. Windows are 
made in two-light models and three 
sizes — 15”x12”, 15”x16”, and 
15”x20”. Write Gabriel Steel Co., 
Dept. SBS, 13700 Sherwood Avenue, 
Detroit 12, Mich. 

Or circie P554. Use coupon page 58. 


DRY-WALL FINISHER. The Gold- 
blatt Trio dry-wall finishing tool is 
said to virtually eliminate the need 
for sanding joints or nail spots when 
it is used properly with shearing 
action described in directions. It 
shears, feathers, and finishes with 
three interchangeable and replace- 
able blades. Write Goldblatt Tool 
Co,, Dept, SBS, 1960 Walnut Street, 
Kansas City 8, Mo. 

Or circle P555. Use coupon page 58. 


VINYL FLOOR TILE. Hachmeister- 
Inc. now makes its “CorkAtile” floor 
tile in vinyl as well as asphalt. It 
is said to be greaseproof. With a 
cork appearance, CorkAtile comes in 
three natural cork shades — light, 
medium, and dark. Write Hach- 
meister-Inc,, Dept. SBS, Pittsburgh 
30, Pa. 

Or circle P556. Use coupon page 58. 


NYLON LATCH BOLT. A nylon 
latch bolt insert, to provide easy, 
quiet closing and longer wear, is 
the latest feature added to Sargent’s 
IntegraLock line, This self-lubricat- 
ing insert protrudes on al! sides of 
the latch bolt, preventing metal-to- 
metal contact between bolt and 
strike, Write Sargent and Co., Dept. 
SBS, New Haven 9, Conn. 

Or circle P557. Use coupon page 58. 


INSULATES GARAGES. Sisalation 
insulating material is now made in 
a special width for garage construc- 
tion. This tough, waterproof reflec- 
tive material now comes in a roll 
of 500 square feet, 88” wide, to 
completely encase one garage from 
bottom to top plate and around all 
walls. Write American Sisalkraft 
Corp., Dept. SBS, Attleboro, Mass. 

Or circle P558. Use coupon page 58. 


FORK-LIFT TRUCKS. The Gerling- 
er “H” series of fork-lift trucks now 
come in capacities of 32,000 pounds, 
36,000 pounds, and 40,000 pounds. In 
straight lumber operations, a full 
kiln load is said to be handled by 
the “H” series. Write Gerlinger Car- 
rier Co., Dept. SBS, Dallas, Ore. 
Or circle P559. Use coupon page 58. 


GAS INCINERATOR. As a compan- 
ion to the Waste King garbage dis- 
posers, the Waste King automatic 
gas incinerator permits the house- 
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wife to dispose of all burnable refuse 
and rubbish. It disposes of contents 
by a special dehydration process, 
which eliminates smoke and noxious 
odors and prevents open fire burning. 
Write the Given Manufacturing Co., 
Dept. SBS, 3301 Fruitland Avenue, 
Los Angeles 58, Calif. 

Or circle P560. Use coupon page 58. 


WEATHER-VANE. The Wind Master 
is made of rust-resisting steel instead 
of heavy castings. In the shape of a 
crowing rooster, it is 29” high and 
28” wide. Suggested retail price is 
$8.95. Write Racine Specialty Manu- 
facturing Co., Dept. SBS, 1309 State 
Street, Racine, Wis. 

Or circle P561. Use coupon page 58. 


GAS VENT PIPE. RV Metalbestos is 
an improved line of double-wall in- 
sulated gas vent pipe. The fast- 
heating inner pipe creates a strong 
venting draft that enables quick, 
complete carry-off of vent gases. The 





DO YOU WANT more in- 
formation on any of these 
new products? Just mail 
the coupon on page 58 
after circling the product 
number shown with item. 











air space between the outer and in- 
ner pipe eliminates fire hazards. 
Write the William Wallace Co., Dept. 
SBS, Belmont, Calif. 

Or circle P562. Use coupon page 58. 


CORNER CLAMP. An improved cor- 
ner clamp permits the user to correct 
errors in mitered corner cuts. A 
specially-channeled section in the 
right angle corner permits the use 
of a saw to make such corrections. 
Clamps are press-formed from heavy- 
gauge, cold-rolled steei, cadmium- 
plated to resist rust and corrosion. 
Write Gunver Manufacturing Co., 
Dept. SBS, Hartford Road, Man- 
chester, Conn. 

Or circle P563. Use coupon page 58. 


FOLDING TABLE LEGS. As an aid 
to Do-It-Yourself customers, Jor- 
donic, Inc., offers easily mounted 
table legs that fold up for easy 
storage of card tables, picnic tables, 
and other items that may need stor- 
ing. The rubber-tipped legs are 
made of 4” rustproof steel with an 
aluminum alloy cast mounting 
bracket. Write Jordonic, Inc., Dept. 
SBS, 224 West 7th Street, St. Paul 
1, Minn. 

Or circle P564. Use coupon page 58. 


New items dealers may find 


profitable to sell — or use 


PAINT ROLLERS. The Essex-Gra- 
ham Imperial paint rollers are the 
quality professional type, guaranteed 
against any type of cover-sticking 
difficulties. No paint residue can 
work under the cover to dry on the 
cylinder, causing it to stick. Write 
Essex-Graham Co., Dept. SBS, 235 
East 33rd Street, Chicago 16, Ill. 
Or circle P565. Use coupon page 58. 


CHIMNEY HOUSING. A _ custom 
brick-pane] housing for the Van- 
Packer packaged masonry chimney 
has been introduced. A 24”x48” 
housing is now available, in addition 
to the Deluxe brick-panel housing 
which measures 1614”x24”. Write 
Van-Packer Corp., Dept. SBS, Bet- 
tendorf, Iowa. 

Or circle P566. Use coupon page 58. 


CONCRETE SEALER. Acqua-Dry is 
a concrete sealer said to be odorless, 
non-peeling, and non-chipping. It 
has an affinity for moisture only 
before it sets into a synthetic stone. 
The enamel-like finish will not rub 
off on hands or clothing. Write Rex 
Chemical Co., Dept. SBS, 906 N. 
Western Avenue, Chicago, III. 

Or circle P567. Use coupon page 58. 


LOUVER VENTILATOR. To assure 
proper air-circulation in garages 
with small-area glass block con- 
struction, the Weather-Block louver 
ventilator is offered. It eliminates 
danger of carbon-monoxide poison- 





ing. Available with either glass or 
stainless louvers, the ventilator keeps 
out wind and snow. Write Weather- 
Bloc Co., Inc., Dept. SBS, 3734 North 
Southport Avenue, Chicago 13, II. 

Or circle P568. Use coupon page 58. 


Y,” AND ',” POWER DRILLS. Dor- 
meyer offers three 4%” power drills 
and a new %” power drill. One of 
the 4%” drills, mode] 200, has the 
Wrench-Lok check for easy bit 
changes, multiple ball thrust bear- 
ing and self-lubricating bearings, 
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and hardened steel gears. The %” 
drill, model 510, is streamlined to 
permit easier handling in “close 
quarter” use. Its capacity in steel 
in %”; in hard wood, 1”. Write 
Power Tool Division, Dormeyer 
Corp., Dept. SBS, Kingsbury and 
Huron Sts., Chicago 10, Il. 

Or circle P569. Use coupon page 58. 


BATHROOM CABINET. With an 
extruded aluminum frame that 
speeds up installation time, the 
Marmet bathroom cabinet is ex- 
tremely easy to keep clean. The 
aluminum is tinted by a new Alcoa 
process to shades of green, blue, 
red, burgundy, and gold. Other 
popular features are the sliding 
mirrored doors and warm-white 
fluorescent side lights. Write the 
Marmet Corp., Dept. SBS, Wausau, 
Wis. 


Or circle P570. Use coupon page 58. 


MIXES HOT, COLD WATER. The 
Delta faucet has only one handle to 
mix hot and cold water or to in- 
troduce them as desired without 
cross-blending. It is made with only 
one moving part. The newest models 
come with either a dish-washing 
handle or with a spray rinse attach- 
ment. Write the Delta Detroit Corp., 
Dept. SBS, 1791 Bellevue Avenue, 
Detroit 7, Mich. 

Or circle P571. Use coupon page 58. 


PLASTIC BOND. Certified Cretite 
Bond No. 204 is an emulsified syn- 
thetic latex said to set up an almost 
indestructible bond between old 
concrete, metal, and wood surfaces, 
and any newly-applied water-mix 
surfacing material. Applied by brush 
or spray, it dries within a few hours. 
Write United Laboratories, Inc., 
Dept. SBS, 16801 Euclid Avenue, 
Cleveland 12, Ohio. 

Or circle P572. Use coupon page 58. 


RUST-INHIBITING PAINT. Per- 
mite Rust-Blok, a new one-coat rust- 
inhibitor aluminum paint, combines 
the properties of an inhibitive primer 
and a top-grade Bakelite aluminum 
finish. The paint’s active rust in- 
hibitor combines with the by-prod- 
ucts of the corrosion to make them 
ineffective as agents of further rust 
formation thus eliminating deteri- 
oration after scratches. Write Alu- 
minum Industries, Inc., Dept. SBS, 
Cincinnati 11, Ohio 

Or circle P573. Use coupon page 58. 


PROPANE TORCH SET. The Bernz- 
o-Matic propane-fueled torch kit is 
useful for dozens of jobs requiring 
heat. Built around the disposable 
fuel cylinder, the kit also contains 
a pencil flame burner unit, utility 
burner head, flame spreader for use 
with the utility burner, and a solder- 
ing tip for use with the pencil flame 
burner. Write Otto Bernz Co., Inc., 
Dept. SBS, 280 Lyell Avenue, Roch- 
ester 6, N. Y 


Or circle P574. Use coupon page 58. 








US Gerrard tes 
ANYTHING youve ever SEN 







Job-site delivery of lumber is a far cry 
in size and weight, from the two com 
plete prefabricated houses which the 
larger truck is carrying. In both cases 
however, USS Gerrard Steel Strapping 
was used to get the material to its des 
tination safely and undamaged 

Look at these advantages of versatile 
USS Gerrard Steel Strapping 
@ USS Gerrarp Strapping, Round or 
Flat, is available in a wide range of 
sizes—tailored for every tying applica 
tion, from pallets of bricks to huge 
truckloads of assorted lumber 
@ Lumber packaged with USS Gerrarp 
Strapping can be handled in /4 the 
time it takes to handle loose lumber 





: Job-site Delivery 


of Lumber 
to Complete 
Prefabricated Houses 


@ USS Gerrard Round Strapping 
costs about 40% less than any other 
form of metal reinforcement. 

@ With packaged lumber, one inven 
tory is enough. Grades, sizes, and vari 
eties can easily be kept together—can 
he retabulated at a glance 

@ USS Gerrarp-strapped lumber is 
virtually pilfer-proof 

@ Single-source buying of both Round 
and Flat Steel Strapping reduces 
freight charges and paper work. 


Bring your packaging and tying 
problems to USS Gerrarp. Our engi 
neers are here to help you solve them- 
at no cost to you 


GERRARD STEEL STRAPPING DIVISION, UNITED STATES STEEL CORPORATION 





Round and Flat 





ccc SEND FOR THIS NEW FREE BOOKLET NOW ~~ “— 
| Gerrard Stee trapping | 
| 2933 West 47th Street, Chicago 32, Illinois | 
| Please send free of charge, the new | 
| 36-page GERRARD Blue Book of Packaging. | 
| NOME... eer rscsccrcceeer eee ese ere essere sesreress see seeeeeses | 
| | 
| COMER. oo nccccccccceeseseeenéeddadoceacdveréeonecoreneaeese | 
| AGENCE s 0 vc ccccescoeseecessseerovoecsesereorerescenessneeaete 
| | 
| City GOs nec ccnceeovaves | 

' 


General Offices: Chicago, Illinois 


STEEL STRAPPING 


UNITED STATES STEEL 
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is dealerNEWS 


WEST VIRGINIA 


HUNTINGTON: A new and more 
comprehensive paint service is now 
offered by Huntington Lumber, Inc., 
successor to the City Lumber and 
Supply Co, The firm’s building itself 
has been painted and redecorated. 
Incorporators of the new firm are 
William H. Bartlett, president and 
head of the sales de partment; Dr. 
Joseph A. Guthrie, first vice-presi- 
dent; Garven Fray, second vice- 
president, and George H. Fralin, 
secretary treasurer and general 
manager. 


MISSOURI 


INDEPENDENCE: The D. H. Crick 
Lumber Co, has entered its 40th 
year of operation, It was founded by 
David Crick, and his widow has 
served as president of the firm since 
his death in 1951. 


PLEASANT HILL: Kenneth Bag- 
by is new manager of the Benson 
Lumber and Supply Co, He suc- 
ceeded James M. Smith, who moved 
to Sedalia to work for a wholesale 
firm opened by Herbert Benson and 
his sons, George and Robert. Bagby 
moved to Pleasant Hill from Belton, 


SENECA: Jim Rhea, who has 
managed the Seneca Lumber Co, for 
11 years, went into semi-retirement 
on October 1, Sherman Ball, who has 
been with the firm five years, is the 
new manager, 

LAMAR: The Isenhower Lumber 
Co. recently held “open house” in 
honor of its 20th anniversary. Emery 
Isenhower is said to have started 
his firm “on a_ shoestring.” The 
building recently was remodeled to 
make it one of the most modern 
piants in the area, 


MISSISSIPPI 


OXFORD: A new firm has pur- 
chased the building of the former 
Moore Lumber Co, and re-opened 
the yard as the Oxford Lumber Co. 
The firm is composed of M. C, 
Faulkner, W. M. Hardee, and J. M. 
Falkner. 

CHARTERS OF INCORPORA- 
TION: A and S Lumber Co., Inc., 
Indianola; Moss Lumber Co., Inc., 
Corinth; Bailey Lumber and Supply 
Co., Biloxi 
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TEXAS 


HOUSTON: Horton and Horton, 
building materials firm, has an- 
nounced plans to build a $50,000 
plant and office building at 621 North 
Live Oak. 


MARSHALL: The Covey Millwork 
Co. has moved to a new plant at 
1206 East End Boulevard South. It 


Virginia Dealer Heads 
Ruritan National 


FRANK W. KELLAM, above, a 
tidewater Virginia building supply 
dealer, will preside at the national 
convention of Ruritan National in 
Atlanta, Ga., January 29-31, in com- 
pleting his term as president of this 
organization of local civic clubs that 
is dedicated to community service, 
fellowship, and good-will. 

Kellam is manager and secretary- 
treasurer of Kellam and Eaton, Inc., 
building supply dealers in Princess 
Anne, Va., and secretary-treasurer 
of Princess Anne Plumbing and 
Electrical Suppliers, Inc. 

He has been a member of Ruritan 
since 1936 and has served as presi- 
dent of the local club. He has been 
district governor of both Ruritan 
National and Rotary International. 

Kellam also has headed Boy Scout 
work and blood bank collections in 
Princess Anne, He is a veteran lead- 
er in the Nimmo Methodist Church. 
He and Mrs, Kellam have three 
children. 


is conveniently located in a new 
business district. 

MINEOLA: The Brazelton Lumber 
Co. has remodeled and enlarged its 
offices and display room. Wilson 
Aaron manages the yard. 


BONHAM: The Bonham Lumber 
Co, has scheduled a grand opening 
of its remodeled facilities, according 
to Manager Dennis Bales. 


LITTLEFIELD: Land and Son 
Lumber Co. is a new firm here, 
managed by A. S. (Gus) Clark. It 
is owned by Thomas C. Land, who 
formerly managed the Leland Payne 
Lumber Co. of Lubbock. 


LOUISIANA 


SHREVEPORT: The Acme Anco 
Building Supply Co. has moved to 
a spacious new building at 250 
Frontenac Street. The vice-president 
and general manager, James E. 
Hunter, recently moved to Shreve 
port from Denver, Colo., where he 
was regional manager for the Anco 
Corp. 


CHARTERS OF INCORPORA 
TION: Highland Park Lumber Co., 
Inc., Baton Rouge. 


KANSAS 


ULYSSES: The Amsden Lumber 
Co, recently held the formal opening 
of its new retail store here. Ralph 
Mendenhall is manager. Owner 
Floyd Amsden and his wife, of 
Wichita, attended the opening of the 
new branch. 

COFFEYVILLE: A thirsty burglar 
broke into the Johnston Lumber Co. 
recently, After prying open a door 
to get into the office, he took four 
bottles of pop from a cooler and 
pJaced four empty bottles back in 
the cooler. He left a hunting knife 
and case behind after his “refresh- 
ment.” 


GREENLEAF: Andrew Johnson 
has moved from Marysville to man- 
age the McAllister-Fitzgerald Lum- 
ber Co. in Greenleaf. He sueceeded 
Von Brenner, who resigned to take 
a position as a lumber yard manager 
in Seott City. 


HUTCHINSON: The Fair-Detter 
Lumber Co, has a new office, store, 
lumber shed, and warehouse on West 
Fourth Street. The firm’s downtown 
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Flintkote 
Thikbut shingles 


Flintkote. 
shake 
insulating 
siding 


Cash in on the trend to 


Flintkote 


Insulating Siding | 


As you well know, Flintkote Insulating Siding has long been a 
big favorite for use in home improvement. 

tecently, builders have become increasingly aware of its 
many construction and sales advantages for new homes. And 
today, they are using it on an increasing scale, 

Capitalize on this growing demand! 

Flintkote Insulating Siding offers tremendous values to the 
home owner. For only a moderate cost, it contributes a 
refreshing newness, distinctive beauty, lifetime protection, 
added comfort and money-saving insulation. 

Also, dimensional stability is assured by Flintkote’s exclusive 
new back coating. 

You can count on these Flintkote products to add to your 
reputation ... while building up your profits. 

You'll find just the right Flintkote siding and roofing for every 
type of house your customers own. Ask your Flintkote Repre- 
sentative to show you this broad, complete line. 

The Flintkote Company, Building Materials Division, 30 
Rockefeller Plaza, New York 20, N. Y. 


evidence of the trend to Flintkote In- 
Siding for new home construction, 
tmiral Construction Corporation will 
ote Shake Insulating Siding on all of 
houses to be built in the ultra-modern 
elopment in Glen Burnie, Maryland, 


tes Mr. Jerome S. Cardin, Vice President 


ympany, “We were looking for a new 
iding for our modern homes. In- 
iding filled that need, We like Flint- 
pecially because of the attractive color- 
| exclusive back coating.” 
iriety of beautiful color effects are 


ed by using four different shades of this 


ite Siding. Heather Grey, Emerald 
Canyon Red and Leaf Green, 


te Shake Insulating Siding, applied 
n combination with other materials. . . 
e, stucco or brick.,. creates unusual 
ially charming effects. Recommend 
ful siding for new houses or for 


ng old ones. 


Style and Colm. Leader Ainee!90/ 
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yard, headquarters for the firm for 
50 years, recently was sold to the 
Hutchinson State Bank, The new 
location will provide better parking 
facilities, according to General Man- 
ager Lee Detter, The plant is sched- 
uled to open officially by January 1. 


PARSONS: The Johnson and Son 
Lumber Co, has been re-organized 
and is now operating under the name 
of Johnson and Son, Inc. Incorpora- 
tors are the widow and two daugh- 
ters of the late Fred A. Johnson, 


HUME: The Blaker Lumber Co. 
has doubled the size of its office 
space and has added running water, 
restrooms, gas heat, and more win- 
dows, Harry Horton is manager. 


ASHLAND: The Don Spotts Lum- 
ber Co, recently held a home dec- 
orating clinic, conducted by Harold 
Ward, district manager of the Seid- 
litz Paint and Varnish Co. A door 
prize was given and each lady at- 
tending earned a 25-cent donation 
to the church organization of her 
choice. 


LIBERAL: P. A. Baerg has moved 
from Sublette to be assistant mana- 
ger of the Star Lumber Co, in 
Liberal, Formerly he managed the 
Antrim yard in Sublette, before it 
was sold recently to the T. M, Deal 
chain. 


MARYLAND 


HANCOCK: The Angle Lumber 
and Feed Co, has a new building 
which houses its offices and lumber 
section, The old buildings now are 
used for storage of feed. 


FREDERICK: G. Hunter (Pete) 
Bowers Jr. has joined the sales de- 
partment of the William D. Bowers 
Lumber Co. He has been in the Air 
Force since 1946 and graduated from 
West Point last January. 


SOUTH CAROLINA 


CHARTERS OF INCORPORA- 
TION: Cash Building Supply, Inc., 
Georgetown. 


KENTUCKY 


ERLANGER: Fire destroyed the 
main mill of the Erlanger Lumber 
Co, recently, with damage estimated 
between $50,000 and $100,000. The 
mill contained machinery and lum- 
ber products, mostly finished mill- 
work. The disaster occurred during 
“Fire Prevention Week” and was 
believed to have been started by the 
careless dropping of a cigarette by 
a tramp. 
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BEGINNER’S LUCK! 


Mrs. James Pope, wife of a Monticello, 
Ga., lumber dealer, had exceptional 
beginner’s luck at the beginning of 
the deer season in mid-Georgia last 
year. She was left alone at a deer stand 
with instructions to keep alert and a 
quick lesson on how to fire her 30-30 
rifle (not the gun shown in photo) 
in case a deer came along. One soon 
did and she fired—her first shot. It 
was good, as deer in photo shows! In 
three years of hunting in the 50,000- 
acre deer preserve, Mrs. Pope was the 
first woman to bag a deer. Her hus- 
band went home empty-handed that 
day, after she cut off his shirt-tail. 


OKLAHOMA 


HOLLIS: Wendell Cleveland has 
replaced R, L. Patton as manager 
of the Cicero Smith Lumber Co. 
Cleveland has served as assistant to 
Patton, who was promoted to divi- 
sion manager in charge of 10 Cicero 
Smith yards. 


TENNESSEE 


CHARTERS OF INCORPORA- 
TION: C. E. Thompson Lumber Co., 
Inc., Memphis; Witt Building Ma- 
terial Co., Knoxville. 


VIRGINIA 


FREDERICKSBURG: J. W. Mas- 
ters, Inc., has bought a tract of land 
adjoining its lumber yard on the 
Jefferson Davis Highway to increase 
its facilities for lumber storage. 


FLORIDA 


JACKSONVILLE: The new offices 
and millwork plant of Franklin 
Molding and Trim at 4245 St. Au- 
gustine Road were formally shown to 
the public on November 9. This firm 
was formerly known as Beaver 
Street Molding and Trim. It is owned 
by Oscar C. Franklin, president of 
the Jacksonville Hoo-Hoo Club and 
active in other fraternal and civic 
bodies. The Franklin firm specializes 
in doors, windows, and trim, and 
handles a full line of builders hard- 
ware and plywood. The new building 
is 50 by 288 feet, with a street facade 
of plywood and slanting windows. 





ARKANSAS 


BLYTHEVILLE: Fire of unde- 
termined origin recently caused an 
estimated $100,000 damage to the 
Wright Supply Co. Harold Wright 
said the loss was partially covered 
by insurance. 

MARSHALL: Mrs. Mary Massey, 
owner-operator of the Massey Lum- 
ber Co, and president of the Citizens 
Bank of Marshall, on October 17 was 
admitted to practice law before the 
U. S. Supreme Court. 


OBITUARIES 


HARBUT RANDALL, 37. Millwork 
superintendent, Randall Brothers, 
Inc., Atlanta, Ga. 


JOHN MOORE, 86. Retired manager, 
Robinson-Davis Lumber Co., Purdy, 
Mo, 


CHARLES A. BEHRENS, 53. Secre- 
tary-treasurer, Beckers-Behrens-Gist 
Lumber Co., St. Louis, Mo. 


CLARENCE A. DONLEY. Former 
vice-president and sales manager, 
Donley Brothers Co., Cleveland, 
Ohio. 

CALVIN K. SCHWING, 55. Presi- 
dent, Schwing Lumber and Shingle 
Co., Plaquemine, La. 


ROBERT McLURKIN PERRY, 73. 
President, Kershaw Lumber Co., 
Kershaw, S. C., and Camden Lumber 
Co,, Camden, S. C. 

PAUL H. GRINER. Vice-president, 
Alexander Schroeder Lumber Co., 
Houston, Tex. 

FRED WOODWORTH, 31. Former 
partner, El Paso Lumber Co., E] Paso, 
Tex. 

JOE A. WESSENDORFF, 69. Owner, 
Wessendorff Lumber Co., Richmond, 
Tex, 
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FOLDING DOORS 


(Continued from page 27) 


strong seine twine. Still another 
consists of beautifully - grained 
wood panels several inches wide 
that fold up like an accordion. 

The manufacturers of one line 
of doors even advertise that home- 
owners can “slip cover it or paint 
it.” Material to match draperies 
or chairs is applied with iron-on 
rug tape. Wallpaper can be put 
over some folding doors to make 
them seem more of an integral 
part of the room’s decor. If a door 
is used as a room divider, each 
side can be decorated to blend 
with the room it faces. 

Typical installations for which 
lumber dealers are promoting fold- 
ing doors are: 

1. In living rooms. In homes 
without a den, a chess game can 
continue undisturbed when com- 
pany comes to visit one member 
of the family — if a section of 
the room can be set apart by 
closing folding doors. A  sound- 
retarding folding door can shut 
off a part of the living room for 
TV viewers, also. 

2. To separate living and dining 
areas. “Open living” houses are 
fine but there are times when it 
is desirable to set the table out 
of view of the guests. A folding 
door is ideal here. 

3. To make more space available 
within rooms. Many people are 
taking down swinging doors and 
putting up folding doors both be- 
tween rooms and on closets. This 
often permits rearranging furni- 
ture in ways impossible when a 
swinging door had to be consid- 
ered. 

4. In bathrooms. By building a 
dressing table at one end of the 
bathroom, containing the lavatory, 
the bathroom can do double duty 
as a dressing room. A folding door 
speeds up family use of bathrooms. 

5. Separating bedrooms. A small 
son and daughter in the family 
may need two separate bedrooms 
— yet two small bedrooms can 
be thrown open during the day for 
a roomy play area if they are 
divided only by folding doors. 

Bedrooms in some older homes 

- or rooms converted to bedrooms 
when large old houses are split 
into apartments often do not 
have closets. A closet is easily 
made by installing a folding door 
across one end or section of the 
room and installing a pole for 


clothes hangers. Then the door i 
papered or painted to match the 
room. 

Typical of progressive lumbe1 
firms that are cashing in on the 
folding-door potential profits is the 


Eisinger Builders Supply Co. in 


Rockville, Maryland. 

President Roger W. Eisinger J: 
declares that his firm “conside: 
folding doors a good item to stock 
We push a line of wood doo: 
availabie in natural wood finis! 
in mahogany, primavera, redwood 
cedar, walnut, and birch for match 
ing with the wood trim of any 


room,” 

Eisinger has sample doors in- 
stalled in his display room, uses 
a small model to demonstrate the 
sturdy construction of the doors, 
and periodically promotes them in 
newspaper ads. In the Eisinger 
booth at the Washington, D. C., 
home show the wood accordion 
door was installed in a wall and 
pictures on other walls showed 
many various practical uses of the 
doors. 

Fisinger salesmen also give com- 
plete instructions to home-owners 
who want to install their own. 








LE M C 0 windows 


The SUPERIOR line of LEMCO 
Aluminum and Steel Casement Windows 
is readily available in your area. Our 
modern plant in McComb, Mississippi can 
furnish rapid delivery on your Casement 
Window requirements. Also investigate 
the other lines of LEMCO Windows, a 
few of which are illustrated below. 


Opportunities for qualified LEMCO 
distributors are available in certain 


areas. 


America's Oldest 
Residential Window Manufacturer 









































CROFT STEEL PRODUCTS, INC. 


ZLLL EY 


WINDOW? 


McComb, Miss 
CROFT LOUISIANA, INC., Lafayette, La 


ee 


Jamestown 
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UNFINISHED HOMES 


(Continued from page 28) 


tion, $100 down, $40 a month.”’ 

A salesman has his desk in the 
dinette of the display house, 
equipped with telephone. The 
house stays open between 7:00 a.m 
and 9:00 p.m. People passing on 
the busy highway stop, often urged 
by curiosity. It is hard to believe 
that a well-built house can be had 
so reasonably. Inside, the salesman 


is able to demonstrate quality from 
the unfinished walls. 
The salesman points to the sign 
in the living room that reads: 
“There is hardly anything in 
this whole wide world that some 


man can’t make a little poorer 
and a little bit cheaper. People 


who consider price alone are this 
man’s lawful prey.” 

The prospect is then told that, 
if quality were skimped, the un 
finished house could be built at 
a lower price. “We're giving you 
your money’s worth here a 
quality house that is possible only 
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because the Rosedale Lumber and 
Paint Co. wants to make a reason 
able profit on the 
sells,” the salesman explains. “And 
it wants to keep on selling the 
buyer the materials he’ll need to 
finish the house.” 

Frank Duggar, who does th 
selling for the lumber yard, said 
the firm makes little profit above 
the actual profit on materials. The 
object of the Do-It-Yourself house 
promotion is to build up a clientele 
of repeat building-material cus 
tomers 

The homebuying prospect nearly 
always has his wife with him. The 
wife is told, “Most housewives 
these days do their own interio1 
painting with the ‘miracle’ rub 
berized wall paints and enamel 
made for the amateur, and they 
do good jobs. You can take you) 
time and create your own colo! 
schemes in every room of the 
house. We have the paint and 
supplies across the street in the 
store. And we're eager to help you 
with all the Do-It-Yourself infor- 
mation you need.” 

When the prospect wants to 
build, he often asks if he can use 
his own plan. “Not at this price,” 
he is told. “We've built 50 of these 
little houses during the past year, 
and we know that with this plan 
there is no guessing. We save you 
money because we build without 
waste. 

“You'll get your individuality 
by the little improvements you 
make yourself your carport, 
window boxes, back terrace ol! 
porch. A little later on, you may 
add concrete front steps and a 
touch of iron grillework.” 

Although the buyer must accept 
the plan offered, he is allowed 
a few minor changes that do not 
cause extra expense. Changes may 
be made in the room divide 
between living and dining room 
Sometimes different stock windows 
can be chosen, or the front steps 
can be altered a little. 

The house is built with a crew 
of two highly-skilled carpenters 
It requires three weeks to build 
the house on the owner’s founda 
tion. And when the job is finished, 
there is not a piece of usable waste 
material left over. 

Owner Frank H. Olmstead start- 
ed his lumber yard and store eight 
years ago, on the outskirts of the 
city. Catering to suburbanites and 
farmers, he fell in immediately 
with the Do-It-Yourself trend 
Now he feels that the trend is 
here to stay. 

By supplying a 


material it 


home-owne! 








with an unfinished house, Olm- 
stead automatically adds another 
customer who never seems to stop 
buying lumber and building mate- 
rials to improve his original pur- 
chase. 


LAMINATED PINE 


(Continued from page 31) 


two derricks. 

The 12 arches, the struts, and 
four-inch wood roof deck secured 
directly to the arches comprise the 
entire structure of the Jai Alai 
Fronton. The cross section of the 
arches varies through the use of 
more or fewer lumber laminations 
for engineered strength. It meas- 
ures 20 inches at crown, 25 inches 
at base, and 46 inches at point of 
maximum stress. 

The manager of Steel Erectors, 
who put the arches in place, said 
he was so satisfied with the speed 
of operation and performance of 
the arches that he hopes to use 
even bigger arches in future heavy 
construction jobs. 

Arthur Temple Jr., president of 
the Southern Pine Association, 
commenting on the “milestone” 
development of these arches, said 
that “the gates now are wide open 
for the unrestricted use of wood 
in the largest of buildings with all 
the attendant advantages and econ- 
omies of this type of construction.” 

Among the virtues of glued 
iaminated timbers, flexibility is 
considered foremost. They can be 
readily shaped to meet exacting 
conditions and can be easily han- 
dled in construction. 

Glued laminated Southern pine 
lumber is the basic material for 
nearly 300 churches and over 100 
schools built this year. Just getting 
started in the homebuilding field, 
it has been used in 80 homes. 

Texas has taken the lead in the 
erection of large public and private 
buildings with glued laminated 
timbers. Major projects were under 
way recently in 37 Texas cities 
—especially churches and schools. 

Other states in which glued 
laminated structural members of 
Southern pine are high in vogue 
are Louisiana, Florida, Arkansas, 
Tennessee, Mississippi, Oklahoma, 
Iowa, Nebraska, Missouri, and 
Kansas. 

The predominance of churches 
and schools among the projects 
indicated the strong preference of 


architects and builders for usin 
the material in structures whers 
inspiration is important. Othe: 
characteristics of glued laminated 
Southern pine structural membe: 
cited by surveyed architects and 
builders are their great strengtl 
size and use flexibility, beauty of 
exposed wood, and superior fire 
resistivity. 

Several professionals pointed out 
that these large timbers incorpo: 
ate their own protection throug) 
the insulation provided by the 
accumulation of char in event of 


fire. This was contrasted with the 
great susceptibility of “fireproof” 
materials to loss of strength and 
collapse from increase in tempera- 
ture, and their need for insulation 
and reinforcement to prevent 
building collapse 

Factories now are producing 
glued laminated timbers of South 
ern pine in Arkansas, Florida, and 
Texas. Their sales are bringing 
millions of dollars to this lumber 
producing region. An average con 
tract calls for about $3,000 worth 
of the laminated parts 








Another good reason why it pays to be a "| Dickey Dealer 


Sales of Dickey Pipe 
are growing by the mile 


Since 1950, Dickey Dealers have sold more than 10,000 miles of 
4-inch pipe. Add to this the thousands of miles of 6-inch pipe 


and larger and you see one reason why it pays to be a Dickey 


Dealer. This popularity has been won by constantly improving 


our product 


-and through you, the service to our customers. 


Dickey Dealers know that if it's made of clay it’s good... . but 


that if it's made by Dickey it's better. 


Serving the Sanitary Needs of American Communities — we 
ZO years 


W. S. DICKEY 


CLAY MFG. CO. 


Birr inghor Ala Cc} fehA le lalelels ie Tenn P 


Meridian, Miss 


Kansas City, Mo , 
ex Texarkana, Tex.-Ark 


c 
san Antonio if 


If it's made of clay it's good 


Dickey Sanitary 
Salt-Glazed Clay Pipe 


ALWAYS IN DEMAND 


if it's made by Dickey it's better 
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silent salesmen ©). 


HELPS SELL PAINTS 





The “Color Selling Center” package 
provides a compact way of showing 
many shades of Acme paints and 
planning color schemes. 

The “Color Selector” — highlight 
of the package — contains complete 
selling facts and color chips of the 
Acme paint line. It is mounted on 
the wall or used as a counter display 
requiring only 10” x 20” of space. 

The Color Selling Center package 
also includes 96 tubes of Acme tint- 
ing colors, an indexed carton of 432 
color chips which are replaced free 
when used up, and 50 post-cards for 
direct-mail. 

Contact: Acme Quality Paints, 
Ine., Dept, SBS, 8250 St. Aubin Ave- 
nue, Detroit 11, Mich. 


ATTIC STAIRWAY MOVIE 


A seven-minute sound film describes 
the instailation of an EZ-Way dis- 
appearing attic stairway. 

The film depicts a home-owner 
with a storage problem. With ordi- 
nary home tools, the home-owner 
solves the problem by utilizing attic 
space through installation of the 
stairway. The film is booked through 
the manufacturer. 

Contact: EZ-Way Sales, Inc., Dept. 
SBS, Box 300, St. Paul Park, Minn. 


EXPANSION FASTENERS 


A help-yourself counter display 
boosts sales of Rocket Wallgrips, ex- 
pansion fasteners that hold mirrors, 
pictures, cabinets, shelf brackets, 
and other household items to hollow 
walls. 

The display pictures the three 
steps in applying Wallgrips. It tells 
how to drill a hole for the Waiigrip, 
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turn the screw of the Wallgrip in 
the hole, and remove the screw after 
Wallgrip expansion. 

Contact: Rocket Devices Corp., 
Dept. SBS, 142 Liberty Street, New 
York 6, N. Y. 


PLANS FOR ALL BUDGETS 


“Homes for Living” includes a va- 
riety of plans to suit all budgets. 
Volume 5 of this publication con- 
tains 40 designs of appropriate use 
all over the country. It sells for $1. 

In addition to the plans, the book 
offers advice on the building budget, 
legal aspects from the home-owner’s 
viewpoint, design, selecting a build- 
er and the building lot, use of color 
in the home, and the basic princi- 
ples of landscaping. 

Contact: Architectural Plan Serv- 
ice, Dept. SBS, 89-51 164th Street, 
Jamaica 32, N. Y. 


SELLS GARAGE DOORS 


A profit-plan portfolio for lumber 
dealers has been prepared by the 
makers of Strand steel garage doors. 
It is designed to help the dealer sell 
a complete bill of materials for 
every garage. 

The portfolio includes the 32-page 
Strand book, “Garage Plans and 
Ideas,” newspaper ad mats, sales 
folder, catalog sheet, samples of 
garage modernizing ideas, and in- 
formation about Strand salesroom 
displays. 

Contact: Strand Garage Door Di- 
vision, Detroit Steel Products Co., 
Dept. SBS, 3227 Griffin Street, De- 
troit 11, Mich. 


ESCUTCHEON DISPLAYS 


Two new display ideas are now 
available for showing off Schlage 
lock escutcheon designs, the “Color- 








slide,” shown here, and the “Pic- 
tureframe.” 

The Colorslide display of Philip- 
pine mahogany and clear plastic is 
furnished with six cards painted on 
both sides, plus one piece of ma- 
hogany, for 13 different possibilities 
to show various backgrounds for the 
escutcheon designs. The cards are 
slipped behind the Plexiglas. 

The Pictureframe mount of wood 
and hardboard is available in four 
color combinations. Both displays 
are suitable for counter or window. 

Contact: Schlage Lock Co., Dept. 
SBS, San Francisco, Calif. 


ALUMINUM ROOFING 





Quaker State corrugated aluminum 
roofing in rolls is now packaged in 
cartons that both protect the product 
and display it colorfully. 

Cartons come in heights of 28" 
and 48” to carry the roofing rolls in 
four sizes: 28” wide by 50’ long, 28” 
wide by 100’, 48” wide by 50’, and 
48” wide by 100’. The roofing is 
made with both mill finish or em- 
bossed finish. 

Contact: Quaker State Metals Co., 
Dept. SBS, Lancaster, Pa. 


TWO HOME-PLAN BOOKS 


“Ranch and Suburban Homes” and 
“Choice Selected Homes” are two 
new Garlinghouse home-plan books 
for dealers’ home-planning centers. 
Each sells for 50 cents. 

Both books feature photographs 
for elevations and some are in full 
color. All plans are sent with a 
money-back guarantee if the buyer 
is not satisfied. 

The book of ranch homes contains 
125 plans with two, three, and four 
bedrooms. The book of “choice se- 
lected” plans contains over 80 de- 
signs that have proved popular in 
all localities. Several styles of archi- 
tecture are included, and 12 of the 
plans are for split-levels. 

Contact: L. F. Garlinghouse Co., 
Inc., Dept. SBS, 816 Quincy Street, 
Topeka, Kan. 
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HOLDS PLASTIC SAMPLES 


Formica plastic laminate samples are 
easily held in this new display, which 
is placed on the counter or hung 
on the wall. 

This self-service selector 
provides a bin for each color and 
pattern 25 swatches to a bin. 
Covers for the samples make the 
unit an ideal outside merchandising 
package. The samples are actual 
pieces of the decorative printed 
paper used in building up the finish- 
ed Formica sheet and provide an 
inexpensive way of giving the cus- 
tomer a take-home piece. 

Contact: Formica Co., Dept. SBS, 
Cincinnati 32, Ohio. 


color 


DOOR WEATHERSTRIPS 
Metal Strip door bottom 
weatherstrips 
now are pack- 
aged separately 
in a clear plastic 
envelope, com- 
plete with screws 
and a descriptive 
insert 
These strips are 
available in brass 
and aluminum 
with black dia- 
phragm rubber 
or felt, in lengths 
of 32” and 36”. 
Contact: Mas 
ter Metal Strip 
Service, Inc., 
Dept. SBS, 1720 
North Kilbourn 
Avenue, Chicago 
39, Ill 


Master 








LOCKSET CATALOG 


The Penn-Akron line of locks and 
cabinet hardware is presented in 
catalogue No, 55 

The publication covers all types 
of lockset designs, handles for vari- 
ous purposes, door knobs, lock trim, 


locks and lock parts, cabinet hard 
ware, and wall plates. 

Also shown are four display 
available to dealers for easier sell- 
ing of the Penn-Akron line. 

Contact: Penn-Akron Hardwar: 
Corp., Dept. SBS, Woodside 77 
). ee 


SHOWS LIGHT FIXTURES 


The Moe Light M-5060 ceiling di 
play takes up little space yet di 
plays 21 light fixtures in a natura 
manner. It prompts impulse sale 
by keeping fixtures in view. 


Easy to install, the 6’ x 4 display 
provides a compact lighting depart- 
ment in itself. 

Contact: Thomas Industries, Inc., 
Moe Light Division, Dept SBS, 410 
South Third Street, Louisville, Ky. 











4 REASONS...why Home-builders 
come to dealers who distribute 
BINSWANGER’S Gulfspray ‘‘Economy’’ 


Tea Lide SHOWER ENCLOSURES 


1 remarkably 
low priced 


2 exceptionally 
high quality 


3 a cinch to install 


interchangeable right or 
left 


fine design and 
modern beauty 
catch home- 
buyer's eye 


G 
. p SOE enough for almost any home. Beautiful 
and fine enough for the luxury-priced dwelling! Precision engineered 
from heavy extruded aluminum and heavy (clear or obscure) 7/32” 


glass! Sizes for standard 4, 


5 and 5% foot recessed tubs. Smooth 


gliding overhead track and silent rollers. These are few of many 


extra ‘‘bonuses"’ 
enclosure. 


you deliver to your builders with every TexLide 


For detailed literature write to Binswanger warehouses 
so conveniently located to serve you better. 


Greensboro, N.C 
Columbia, $. C 


Little Rock, Ark 
Macon, Ga 

New Orleons, la 
Shreveport, la 
Fayetteville, N. C 


Florence, $. € 
Greenville, $. ¢ 
Memphis, Tenn 





BINSWANGER § CO. 


) 


1872 





GLASS » 


MIRRORS 
STORE FRONTS 


Houston, Texas 
Port Arthur, Texas 
Richmond, Va 
Roanoke, Ve 


Austin, Texas 
Beaumont, Texas 
Dalles, Texos 
Fort Worth, Texas 
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VPI Demonstration House Built with 33 Types of Nails 





ABOVE IS SEEN the “house that 
nails built” at Blacksburg, Va. It 
was built with the 33 different types 
of fiuted or helically or annularly 
threaded nails shown at right 

The three-bedroom, 1,100-square- 
foot demonstration house recently 
was opened to the public at the 
Virginia Polytechnic Institute. It is 
sponsored by the Independent Nail 
and Packing Co. of Bridgewater, 
Mass., in cooperation with VPI, the 
Research Institute of the National 
Assn. of Home Builders, and the 
magazine Living for Young Home- 
makers. 

Martin Bartling Jr., a Knoxville, 
Tenn., builder and trustee of the 
NAHB Research Institute, hailed the 
experimental house as holding out 
great promise for new economies in 
homebuilding 

“Although the results of the ex- 
periment will not be conclusive for 
some time to come,” Bartling said, 
“enough has been learned from this 
demonstration house to suggest that 
real progress has been made in nail- 
ing techniques, Furthermore, it points 
to a significant reduction in long- 
term maintenance costs.” 

The appraisal of Bartling was 
underscored by Dr. E. George Stern, 
VPI professor who supervised the 
building of the house. 

“By application of improved nail- 
ing procedures, a better wood-frame 
house can be built at lower cost, 
once the suggested procedures have 
become familiar to our builders,” 
Dr. Stern said 

The structural research and super- 
vision were provided by the Wood 
Research Laboratory of VPI’s Engi- 
neering Experiment Station. 

The finishes of the 33 different 
types of nails used in the house 
included hardened high-carbon steel, 
bright and blued and galvanized 
low-carbon steel, bright aluminum, 
silicon-bronze, copper, stainless steel, 
monel, and baked enamel. 

Nails designed for specific fasten- 
ing functions were used in the house 
for concrete, underlayment, framing, 
sheathing, trussed rafters, asphalt 
shingles, asphalt roofing, squarehead 
roofing, sheet-metal roofing, siding, 
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casing, flashing, gutter straps, down- 


spouts, insulation pads, gypsum 
boards, flooring, trim, and color- 
matching plywood paneling. They 
were either fluted or helically or 
annularly threaded to give them the 
holding power found in screws and 
bolts. More than 380 pounds of nail: 

about 66,000 were used in the 
construction. 

“In the light of the fact that the 
cost of nails used in an average 
dwelling amounts only to two-thirds 
of one per cent of the total cost of 
the house, the use of improved in 
stead of common nails would in- 
crease the cost little, to not much 
more than one per cent if all plain 
shank nails were replaced with 
threaded nails,” Dr. Stern noted. 

“On the other hand, in many cases 
the number of nails per joint can 
be decreased and a stronger joint 
still be obtained by proper use of 
properly threaded nails. Thus, low- 
grade lumber can be up-graded, 
since in many cases the joint 
strength is a limiting strength factor 
if common nails or unsatisfactorily 
surface-treated nails are specified.” 


Standard Adopted for 
Hollow-Core Doors 


A new commercial standard, CS 
200-55, for hardwood veneered hol! 
low-core fiush doors has been pub 
lished by the U. S. Department of 
Commerce as “a recorded voluntary 
standard of the trade.” 

The standard provides minimum 
specifications for such doors in 
nominal thicknesses of 1%", 1%”, 
and 1%”, in three grades: Premium, 
Good, and Paint grades. It covers 
construction, grades, tolerances, in- 
spection, methods of test, labeling, 
and nomenclature and definitions. 

The National Woodwork Manu- 
facturers Assn., which proposed the 
standard and led in industry de- 
velopment and acceptance of it, 
urges dealers and builders to specify 
in your orders that “hardwood ve- 
neered hollow-core flush doors shall 











meet the requirements of CS 200-55.” 
Copies of the standard are available 
from NWMA, 332 S. Michigan Ave- 
nue, Chicago 4, Il., for 10 cents each. 


Phelps Sells Plans 


For the last six years with the 
Red Cedar Shingle Bureau as its 
field representative in the Midwest- 
ern states, Carl Phelps is now asso- 
ciated with the National Plan Serv- 
ice. 

He represents this publisher of 
house plans, calendars, and other 
sales aids in the states of Missouri, 
Arkansas, and Louisiana. Phelps 
makes headquarters in Springfield, 
Mo. 
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SHATTERPROOF GLAZING. Two- 
color leaflet describes shatterproof 
Resolite fiberglass-reinforced polyes- 
ter resin panels for use in glazing 
windows where translucency is 
desired. It also tells in detail how 
to install these flat panes. Write for 
bulletin 532. Resolite Corp., Dept. 
SBS, Zelienople, Pa. 


RENTAL RATES. “Seventh Edition 
Compilation of Rental Rates for 
Construction Equipment” is offered 
by the Associated Equipment Dis- 
tributors, Dept. SBS, 30 East Cedar 
Street, Chicago 11, Ill. It covers air 
compressors, buckets, grains and 
shovels, dragline excavators, finish- 
ing machines, graders, electric ham- 
mers, heaters, lighting plants, mixers, 
pumps, road rollers, towers, tractors, 
vibrators and welding machines. 


MINERAL WOOL INSTALLATION. 
“How to Install Mineral Wool Pneu- 
matically” is an eight-page manual 
Photographs and drawings aid in 
presenting step-by-step methods of 
insulating attics, roofs, sidewalls, 
basements, craw] spaces, and other 
areas. Request Research Bulletin 29. 
National Mineral Wool Assn., 2906 
Americas Building, Rockefeller Cen- 
ter, New York 20, N. Y. 


LOCK INSTALLATIONS. The West- 
ern Lock Manufacturing Co., Dept. 
SBS, 211 N. Madison Avenue, Los 
Angeles 4, Calif., has announced that 
instruction sheets for installation of 
Weslock residential locksets now are 
available in Spanish and French 
translations. These will facilitate use 
of Weslocks in Canada, Mexico, and 
Central and South America. 


HANDLING HARDBOARDS. As an 
aid to its customers, the Masonite 
Corp., Dept. SBS, 111 West Wash- 
ington Street, Chicago 2, IIL, offers 
an illustrated manual, “Ordering 
Masonite Presdwood Products for 
Mechanical Unloading.” It covers 
ideal types of lift trucks, car load 
ing to minimize damage, panel unit- 
izing, unit loading data, planning 
an order for mechanical unloading, 
and a table of unitizing limitations 
for various lift-truck capacities, 


INTERIORS OF REDWOOD. A full- 
color folder for consumers, for hand- 
out or envelope stuffing, shows the 
dramatic beauty of redwood panel- 
ing in various parts of the house. 
It also offers a guide on natural 
finishes for interior use. California 
Redwood Assn., Dept. SBS, 576 
Sacramento Street, San Francisco 11, 
Calif. 

“OAK FLOORS for Your Home,” 
a 32-page pocket-size guide for 
home-owners, is offered by the Na- 
tional Oak Flooring Manufacturers 


literature 


SBS, 814 Sterick Build 
ing, Memphis 3, Tenn. Among rn 

ideas presented are details of th 
modern, lower-cost method by whic! 
strip oak floors are installed ov: 
concrete slabs without use of sul 
flooring. 

GLASS DOORS. Complete data « 


standard sizes, styles, decorative 
treatments possible, and hardware 


Assn., Dept 


for both the %” and \” Tuf-flex 
heat-tempered plate-glass doors are 
offered in a 12-page booklet by the 
Libbey-Owens-Ford Glass Co., Dept. 
SBS, 608 Madison Avenue, Toledo 
} Ohio, Drawings show fitting sec- 
tions, transom and pivot brackets, 
top and bottom fittings, and similar 
details 


TRANSLUCENT PANELS. The Al- 

ynite Co. of America, Dept. SBS, 
1654 De Soto Street, San Diego 9, 
Calif., offers a folder containing 
lata on industrial uses of fiberglass 
translucent panels. It suggests con- 
truction details for such installa- 
tions as double-pitched skylights. 








NEED QUICK SERVICE? 


You can count on Zuber for these items: 


YOUR INQUIRIES ARE 


ALWAYS WELCOME 


(/ 


y 


TELEPHONE CRESCENT 6404 


uber 
S<nmbet Company 


FORMICA LARCH 


MAHOGANY FLUSH DOORS 
REDWOOD FIR DOORS 
GAR PINE WINDOWS 
YELLOW PINE SHUTTERS 
LWNING WINDOWS 
RCHITECTURAL WINDOWS 
EDAR SHAKES AND SHINGLES 
“ETAL MOULDINGS 

JOR & WINDOW FRAMES 
MAHOGANY WALL PANELING 


YPRESS WALL PANELING 


KNOTTY WHITE PINE WALL PANELING 


JISAPPEARING STAIRWAYS 


PONDEROSA PINE 


JOUGLAS FIR 
WHITE PINE PACIGAGE TRIM 
JOUGLAS FIR MOULDINGS 


DOUGLAS FIR PLYWOOD 
MAHOGANY PLYWOOD 


j5UM PLYWOOD 
OUVER DOORS 


SCREEN DOORS 


ALOUSIE DOORS 
WINDOW UNITS 
MARLITE WALL PANELS 


BILL ZUBER 
BRUCE BYRD 


P. O. BOX 964 


ATLANTA 1, GEORGIA 


THE SOUTH’S OLDEST WHOLESALER AND JOBBER OF BUILDING MATERIALS 
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Greater Miami, Fla,, Club: The 
Project Committee of the Miami 
Cats is considering two ideas for 
next year Hoo-Hoo libraries for 
schools and prizes for manual train 
ing courses, 

The club has appointed the fol 
lowing committees: Publicity—Bill 
Peeples, chairman, Cliff Rose, and 
James A, Haway; Program Joe 
Morris, chairman, Ei Russell, and 
George Trine; Memtership—Forrest 
Lee, chairman, Ralph Lambert, and 
George Long 


Washington, D. C., Club: At the 
November 16 meeting Cats enjoyed 
a movie and talk on “Tung Oil,” 
arranged by Johnson and Wimsatt 

Gene Madden, 45056, is really 
rounding up the delinquents—he has 
turned in 11 reinstatement for 
lapsed Cats recently 

Panhandle Plains Club: These 
Texans enjoyed an “Old Timers 
Night” November 12 in Amarillo 


Wives and friends were invited to 
hear reminiscent talks by Ben Tepe, 
Charles Burrow, Lynn Boyd, John 
Armstrong, and Hubert Dowell. 


Hampton Roads, Va., Club: Presi- 
dent Dennis Jackson has appointed 
the following committees: Program 
and Entertainment — J. C. Adding- 
ton Jr., chairman, Carl Forsberg, 
Bill Miller, Carl Kunzman, and John 
A, Clark. Membership—Nat Bundy 
Jr., chairman, Clyde Overman, Bob 
Wilson, and Bill Gallop. Publicity 
H. G, Fowler, chairman, Al Beaman, 
and Malvin Weaver. Attendance 
Junius Lassiter, chairman, Bob 
Randolph, and Bill Charles. Research 

A. W. Whitaker, chairman, H. G. 
Fowler, and Ernest Earl Zaun. Wood 
Promotion — Roland Filer Jr., chair- 
man, Elwood Boyce, Bob Randolph, 
and Bill Miller. 


ADS THAT SELL 


(Continued from page 30) 


lots of things to do. In advertising, 
you are talking to a parade 

not a standing group. People need 
to be constantly reminded of your 
name, your location, and the things 


you sell that they may need or 
desire. 

If your allocation for newspaper 
advertising will buy only 500 
inches in a year, use it for 25 
advertisements of 20 inches each. 
That will prove more effective 
than 10 advertisements of 50 inches 
each. 

Don’t spread your budget too 
thin. Identify your business with 
some one medium; newspaper 
radio, television, direct mail, poster 
boards, circulars, magazine. Being 
an “in and outer” in all forms of 
advertising fails to earn you the 
recognition and prominence of 
firm name your dollars should 
bring. I do not believe that there 
is any one medium of advertising 
that can do the job individually 
that can be done with the use of 
several media. 

But, be sure to have one basic 
medium. Spend 50 to 65 per cent 
of your advertising dollars in this 
one basic medium and let all othe: 
be suppiementary. It is a good idea 
to change this basic media once 
a year from one form of advertis 
ing to another. Aside from being 
good theory, it may enable you to 
find out which form of advertising 
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Hope’s Roto Ranch Window shown above costs less than $50.00 
with worthwhile quantity discounts. 


STRENGTH AD 


Since 
1818 


C08 KORS eG 0 
RANCH WINDOWS 


YD RIGIDITY THAT NO OTHER WINDOW CAN MATCH 


NEW! Hope's Roto Type Ranch Windows offer 


these exclusive advantages: 


V Underscreen roto Operators open and close 
ventilators easily, quickly. 


Flat 


type screens, with bronze wire mesh, 


need never be touched. 


New, wider muntins are in pleasing propor 


tion to panes 


provide unequalled strength 


and rigidity. 


May be glazed with standard units of ‘Ther 


mopane ”' and “' 


Twindow ’”’, eliminating storm 


sash, or with single panes of sheet or plate 


glass. 


Ventilators project outward at bottom; awn 
ing effect permits ventilation even in rainy 
weather. 


Write for Bulletin 145-SB for Full Information. 


HOPE’S WINDOWS, INC., Jamestown, N. Y. 


THE - FINEST 


DECEMBER, 1955... 


BUILDINGS THROUGHOUT 


THE WORLD ARE 


FITTED WITH HOPE’S WINDOWS 
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is most profitable for your busi- 
ness. 

Advertising that tells is the kind 
that sells because it gives the read- 
er the information he wants to 
know. Give the essential facts, 
briefly but concisely, concerning 
the items you advertise. The good 
points, that is. Also, tell the price. 
And it doesn’t have to be a cut- 
price. Let it be a fair price—fair 
to you and fair to your customer. 
Sure, it lets your competitor know 
what you are getting for the ad- 
vertised items ... and he can cut 
under you. But the public doesn’t 
go around shopping just to try 
to beat your price. 

The reason to advertise a price 
is to let people know whether they 
can afford to buy the things you 
have to sell. There are reasons why 
some lumbermen don’t want to ad- 
vertise prices and those reasons are 
well taken. But prices should be 
advertised only on small items... 
small price items. 

The big-dollar-volume business 
is the package business. You sell a 
home, not the materials; sell a roof, 
not the roofing; sell a paint job, not 
the paint; sell a garage, not the 
lumber: sell venetian blinds in 
stalled in the home; sell an in- 
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D-I-Y PROMOTION 


The National Retail Lumber Dealers 
Assn. and Popular Science Monthly 
magazine jointly are sponsoring a new 
Do-It-Yourself program 
for retail lumber dealers. The above 
symbol of the promotion is used in 
newspaper advertising and appears on 
other material available for dealer 
use. $500 in cash prizes is being offer- 
ed to dealers for best uses of this 
display and material. 
Photographs showing how material is 
used should be sent to Popular Science, 
353 Fourth Avenue, New York 10, N. Y. 


promotional 


promotional 


stalled kitchen, not the cabinets 
When advertising packages don’t 
mention the price, 
terms. Nothing down and only 
$6.50 per month. These are all Title 
I Type sales and the monthly pay- 
ments over a 36-month period are 
very nominal. 

When you advertise these item: 
these packages, you are rendering 
a complete service. After all, peo 
ple want what our building mate 
rials will provide them; they are 
not interested in the materials in 
themselves. 

Here I must recognize an excep- 
tion, and the one that concerns u: 
primarily—the farm market. Here 
is the original Do-It-Yourself 
market. Farmers are usually 
craftsmen. They know how to do 
things with their hands. Their farm 
work keeps them occupied only 
seven or eight months of the yea 
The balance of the time can be 
devoted to building, remodeling 
painting, repairing. So, in adver- 
tising to the farm market mention 
materials as such, with or without 
prices 

If you have a weekly or dail: 
newspaper covering your far 
area use it at least twice a month 


feature the 


at least 10 months in the year. 
you have a local radio station 
that is listened to by folks in your 
irea, you might do well to have 
nouncements on it during the 
laytime hours. 
As to television advertising, it 
ffers the advantage of appealing 
two of the senses: sight and 
earing. Unless you can take full 
ivantage of the opportunity of 
ht appeal you are not getting 
full benefit of that medium. If you 
ive something to show, something 
that can be demonstrated while it 
talked about, then you are using 
this marvelous medium as it should 
e used 
Direct-mail is one of the recog- 
nized media of long standing. Some 
lealers have to depend on it for 
their advertising activity. We 
ave such a point in our line of 
irds——no newspaper; no radio; no 
tation. 
Don't go into direct-mail adver- 
ing with the thought in mind 
that the farmer has lots of time to 
ead. His mail box is half filled 
vith advertising matter every day 
a highly competitive form of 
ertising because some of the 
t advertising brains in the na- 








THERE ARE ALL KINDS OF TREATING SPECIALISTS 
BUT WE TREAT LUMBER IN TRANSIT 





Yes, we at Longleaf Lur 
lumber in transit, serving 
River. Our plant is adja¢ 


Southern Railway, N. C. & 


we ship by truck, Our cor 


Processing, TaConizing 


want quick, efficient w« 


call Longleaf Lumber at the 


Wholesalers of West Coast Lumber Pr 


re specialists in treating 
nts east of the Mississippi 
the Seaboard Air Line, 
und L & N. For short hauls 
experienced at Celcure 
nta-Processing. So, if you 
ting service, just write or 


ress listed below 


Retail Dealers & Industrial Account 


LONGLEAF LUMBER COMPANY, INC. 


1004 HUFF RD., N. W 


ATLANTA, GA. — SY 4-8246, 4-8247 
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Cover of the Month 
by 


American Beauty 
manufacturers of 


covers. for 
Bankers 


Retailers 
Insurance 
Individuals 
Institutions 
Wholesalers 
Organizations 
Municipalities 
Manufacturers 


“The recollection of qual: 
ity remains long after 
price is forgotten” 


IMERICAN BEAUTY 
COVER CO 


2002 N. Field @ Dallas e PR-0677 


Classified Advertising 


Teems — Cash With Order 











Minimum Charge $5.00 
RATES. 
8.10 per word for each insertion, 
Add 61.50 per insertion for blind ads bearing 
box number, Replies previded without addi- 
tional charge. 
All ads for classified section must be in publica- 
tion office on the 18th day of month preceding 
date of publication. 
Advertisements are set in uniform type of this 
size. No cuts or special borders allowed. Mail 
ad copy te: 

SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N.E. 
Atlanta 5, Georgia 





BUSINESS FOR SALE 





SUCCESSFUL BUSINESS FOR SALE 


OWNERS of « going business in fall operation, 
centrally located on U. 8. Highway 178 in Hones 
Path, 8. C. are offering the entire capital stock 
for sale. Established in 1900, incorporated in 
1904, it has been supplying its trading area with 
building material and millwork for 55 years. 
The area served embraces portions of Abbeville, 
Anderson, Greenville, Greenwood and Laurens 
Counties, Write: Box 65, SOUTHERN BUILDING 
SUPPLIES, 806 Peachtree Street, N. B., Atlanta 
5. Georgia, 





CORRESPONDENCE SCHOOL 





ESTIMATING — DON'T HIBERNATE THIS 
WINTER. LEARN ESTIMATING AND BLUE- 
PRINT READING by the fastest and most aec- 
curate system. 
The Famous “UNDER YOUR HAT” BUILDING 
CONTROL SYSTEMS around the clock-—-EASY 
and simplified methed——More than 90% of the 
Builders and Contractors and more than 865% 
ef the Mechanics in the Building Trades cannot 
Estimate or Read Blueprints, 
SPECIAL — Prepublication offer 66.98 for the 
Multi-colored 50.238" Lithographed ROUND 
THE CLOCK COURSE OF STUDY, It adds to 
what you already know and makes you compe- 
tent to make more money as soon as you desire. 
Make cheek payable to the— 
CONTRACTORS CLEARING HOUSE, INC, 
P. 0. Box 843 
Miami 5, Fla. 





tion are direct-mail 
pieces. 

Some people believe that to be 
effective direct-mail advertising 
must be addressed to the individual 
by his name. They also believe 
that any letter must be filled in 
with the recipient’s name and ad- 
dress. I do not subscribe to that 
theory. To begin with, an adver- 
tisement is an advertisement re- 
gardless to whom it is sent. The 
recipient knows that an identical 
letter or post-card was mailed to 
thousands of others. You are not 
kidding him into believing it is 
really personal. Secondly, it’s the 
contents of the message and the 
way it is presented that will de- 
termine whether it will be read 
and acted upon. 

I get mail addressed to “Occu- 
pant” and if it looks inviting and 
has something of interest I read it. 
I’ve bought stuff, too. On the other 
hand, mail addressed to me, with 
my own sweet sounding name on 
it, mind you, goes into the waste 
paper basket if it doesn’t hold 


preparing 


something of interest. These things 
about direct-mail refer primarily 
to the farm market or the R. F. D. 
routes. Mailing lists, in town or on 
the farms, are expensive to com- 
pile and to maintain. 

The best direct-mail advertising 
is that which goes to someone 
who you know is a prospect for 
the thing you are advertising. 
While driving down the street, or 
on the highway, you can see what 
houses need a paint job or a new 
roof. Jot down the street number or 
the RFD box number and find 
out who lives there, or who owns 
the property. Address your direct- 
mail piece to that individual. 

Some lumbermen rely upon cir- 
culars which they put in automo- 
biles parked on the streets in their 
towns. This is usually a Saturday 
job as that is the day the farmers 
come to town in droves... so they 
say. 

There are several large manu- 
facturers of building materials who 
publish magazines on a scheduled 
basis, four to eight times a year, 








REPRESENTATIVES WANTED 


LINES WANTED 





Aguressive representatives calling on hardware 
and building supply trade wanted by 17 year old 
manufacturer of alumi Idi store 
front material, ete. Complete line, competitively 
priced for sale direct to dealers, Several terri- 
tories open, We protect representatives fully. 
Please outline present lines and area covered. 
Reply to: Metal Trims, Ine., P. O. Box 1072, 
Youngstown, Ohio. 








Aluminum windows. Awning and horizontal glide 
types for new buildings. Reply te: Direetor of 
Sales, P. O. Box 1072, Youngstown, Ohio. 





STEEL AND ALUMINUM WINDOWS — 30-year- 
old company manufacturing a complete line of 
basement, casement, utility and commercial types 
of steel windows, also the newest in aluminum 
awning type windows seeks representatives call- 
ing on architeets, building supply distributors 
and dealers. Nationally advertised lines with 
exclusive features and attractive prices that en- 
able successful selling against competitive prod- 
uets. Several choice territories now open. Address 
Box 62, care of SOUTHERN BUILDING SUP- 
PLIES, 806 Peachtree Street N.E., Atlanta 5, 
Ceorgia. 





SALES AND SALES PROMOTION 





For long established leading plywood manufac- 
turer with national distribution, We need field 
men to promote plywood specialties, including 
overlaid, among architects and industrial buyers 
in Georgia and Florida both for direct mill ship- 
ments and from distributers warchouse stocks. 
Previous sales or promotional experienee pre- 
ferred. Apply by letter giving full details of 
background and character references. Reply to 
Box 64, SOUTHERN BUILDING SUPPLIES, 806 
Peachtree St., N. E., Atlanta 5, Ga. 


We have large builder clientele in South Florida 
and will add limited additional lines to service 
this area, Guaranteed immediate intensive ex- 
posure. Write Box 63, care Southern Building 
Supplies, 806 Peachtree St., N. E., Atlanta 5, Ga. 





SALESMEN 





SALESMEN with Building Supply trade following 
to carry as sideline Dixieliner, all extruded alu- 
minum low priced sereen door. No objection to 
allied lines carried. Protected territory to men 
who are selected. Write giving territory covered 
and lines you are now handling. All inquiries 
received will be heid in strict confidence. Write 
Viee President, P. O. Box 2441, Roanoke, Vir- 
g«inia, 





MANUFACTURERS REPRESENTATIVE 
WANTED 





Manufacturers representative requiring a major 
line mow calling on building materials, lumber 
& hardware dealers, to sell top quality com- 
petitively priced tileboard line. Top commissions. 
Several territories available. All open territories 
have active accounts. Write fully to PANEL- 
BOARD MFG. CO., ENGLEWOOD, N. J. 





REPRESENTATIVE WANTED 





WANTED—Aggressive sales representative call- 
ing on hardware and building supply trade. State 
of Kentucky — Must locate in Lexington or 
vicinity. Reply to: Wides Material Co., P. O. 
Box 964, Lexington, Kentucky. 
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and which they mail to the rural 
routes and to city addresses with 
your name on them. Usually there 
is a nominal cost. But just last 
week we took advantage of an offer 
to send 30 thousand mighty nice 
tabloid-size newspapers to rural 
routes out of some 50 towns where 
we have yards. There is no cost 
whatever. This publication is a 
quarterly. Of course, in this case 
there is no message from us at all 
except our name on the address 
fold. But, they do have our name 
on them 

The content is strictly agricul- 
tural and it may be that if some 
farmer gets an idea from that pa- 
per he will come to us for the 
things needed to carry it out 
Thirty thousand, four times a year 

for free. Some manufacturers 
will give you, free of charge, at- 
tractive mailing pieces. You pay 
only the postage and cost of ad- 
dressing. 

Road signs are good to have 
along the farm roads leading into 
your town. I say farm roads be- 
cause they usually are not so lit- 
tered with signs and then, too, 
this discussion concerns the farm 
market. In the use of road signs, 
keep copy to a minimum. Your 
name your slogan if you have 
one and two or three additional 
words, such as “lumber,” “build- 
ing materials,’ “paint,” etc. You 
have seen road signs so full of 
copy a person would have to stop 
his car to read it all. 

Another thing is to follow 
through by having your yard 
prominently identified. If practical 
use the same type of lettering and 
copy on your signs at the yard. 

Have you ever ridden along the 
road, making a trip, and starting 
about 10 miles from town you see 
signs advertising a motel or restau- 
rant. You decide that’s the place 
for you. Then, lo and behold, you 
pass the place before you know it! 
You are always driving fastest at 
that moment, or are in a heavy 
stream of traffic and in the wrong 
lane to turn in. 

Be sure you have the follow-up 
on your advertising at the point 
of sale—your yard. 

A most important spot for signs 
is at the job site. If it’s a paint 
job, a roof or siding job, or the 
construction of a garage or a home. 
let people know it’s your yard that 
is on the site. 

Just as we enumerated some 
things that needed to be done 
before you advertise there are also 
some things, really more important, 


that need to be done after you 
advertise. 

First, be sure you have you 
store prominently identified. Have 
the name of the yard on front 
back, and both sides if possible 
Make your place easy to find 

Second, be sure that everyone 
in the organization knows what 
you are advertising. Have then 
bone-up on the items and thei 
uses as well as their prices 

Third, whenever possible, and it 
almost always is, display the ad 
vertised items prominently. Put 
the price or the monthly payment 
on each. Display a copy of you 
advertisement in the store or on 
the show window 

Drill your salespeople in cou 
tesy and product knowledge and 
be sure the yard they work 
is clean, orderly, well-lighted, and 
comfortable 

Make it easy and pleasant for 
people to buy from you. 


REMODELED STORE 


(Continued from page 33) 


good supply of home-plan book 

Plans are ordered from the pub 
lisher when selected by the cu 
tomer. The firm helps plan job 
from complete houses down to 
remodeling projects 

The rest of the new buildin 
supply store is arranged for speed 
selection of materials by custome: 
All types of lumber, moulding, an 
similar wood products are sampled 
and hung on perforated hardboard 
displays in the store. Each sampl 
is identified and priced 

At the end of the 84-foot sale 
room is a stock room where gla 
nails, putty, sandpaper, inse 
screening, rough hardware, and 
similar items are kept. This roo 
also includes the _ glass-cuttin 
table. 

The rear door of the sales roo 
opens to one of three drivewa 
for easy loading of materials. Tv 
other driveways and a park 
area keep yard traffic flowin 
smoothly. The driveways and 
parking area are covered wit} 
asphalt so that dust and dirt 
not tracked into the store 

The warehouse has doors mark« 
to show what is contained in eac} 
section. This makes it easy f 
customers to stop at the right ope 
ing in picking up materials the 
will take away in their cars 





THEY LOOK 
FOR THE NAME 


A.8.C. MULWORK 


weow ont 
eh AUR OTR. 


AND ON THE METAL 


ZEGERS 
Qiuwaseae 
HELPS YOU 
MAKE SALES! 


From start to finish... from display 
helps, window stickers and equip- 
ment identification to ads in na- 
tional home magazines, Zegers has 
YOU in mind. Zegers tells dealers, 
builders and prospective home 
buyers to “look for the name on 
the window”... assurance of high- 
est quality! It’s a sales feature that 
helps sell homes. Write today for 
the complete story on this power- 
ful promotion plus information on 
Zegers Dura-seal Combination Met- 
al Weatherstrip & Sash Balance. 


ea Se SS ee ae ee ee ee ee ee ee ee ae 


ZEGERS, Incorporated 


4 8098 South Chicago Avenue 2 
Chicago 17, Illinois 
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more and more dealers 
are saying: 


Here’s the “good line of 
hinges to handle”... that’s 
the trade’s way of saying, 
“We like to sell Griffin 
products.”’ Full line of 
wrought steel butts and 
shelf hardware. Just dis- 
play them, and you'll sell 
them, Order in any selec- 
tions you know your cus- 
tomers want. 












wisn, GRIFFIN 
sucAk ewe 1 200 MILLION FEET MORE 
priayny To Serve You Better! 


INCENSE CEDAR 
. 


KILN DRIED 


Mouldings and feet. 
planing mills, and dry kiln capacity of 


seven million feet of seasoned lumber 
is your assurance you can get 
Slats the lumber you want when you want it, 
from the Ralph L. Smith Lumber Com- 
pany. Good service makes good friends 

. we're working constantly to serve 
you better. 


Our Specialty —Mixed 
Cars for the Trade 


Interior Trim 
Jambs-—Frames 


Incense Cedar 
Venetian Blind 


Glued-Up Panels 
Cut Stock — 
Box Shook 










The 200 million feet of timber we just 
bought in Trinity Nat'l. Forest brings 
our reserves to more than a billion board 


a month, 


plus three sawmills, two 











‘SMITH 


Lumber Company 


Mills at ANDERSON, 
RED BLUFF, CASTELLA & 
WILDWOOD, CALIF. 


The Ralph L. 









Sales Office at Anderson, California 
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When a builder can standardize on certain size 
windows, yet create as many different archi- 
tectural effects as desired, then he’s got the 
window he wants. With National Panel Wind- 
ows, he can stack them, group them, set them 
in ribbons. There are only six sizes to handle: 
3 heights and 2 widths. They can be used from 
18” high or wide to any combination height 
and width. Precision, factory made and chem- 
ically treated against rot, these pre-glazed wind- 
ows are ready to be slipped into rough openings. 
Installation is quick, costs are held to a mini- 
mum. You can sell National Panel Windows 
with little more effort than writing up the order. 


These windows are available for 
Lu-Re-Co construction. 











MULLER MIXERS AND POWER TROWELS 


set quality standards in their fields 









SUGAR PINE 
PONDEROSA PINE 
MOULDINGS 
DOUGLAS FIR 
WHITE FIR 
REDWOOD 


© Kiln Dried of green 


e@ Sugar Pine Pattern 


Lumber @ Industrial 


Lumber oll species 
© Douglas Fir Studs 
@ Retail and Distributic n 


Yard Lumber 


SUPERIOR LUMBER 
SALES COMPANY 


of Sacraments 
24> jeed betetg. Becschocpee 8~% 2E4s 
mend Weneenerentae BE. « cn bif. 





Muller’s objective—the best contractors equipment 
for the lowest price—is achieved by: (1) specializa- 
tion, (2) careful selection of materials, (3) experi- 
enced workmanship, (4) sound distribution methods. 


PLASTER and MORTAR MIXERS 
Five sizes, 2 to 10 cu. ft. Electric or 
gasoline. Muller Lifetime Paddie Shaft 
Seal. Power throwouts on smaller 
models, disc clutch on larger. Rubber 
scraper blades optional. $180 to $996 
FOB Factory. 





CONCRETE MIXERS 
3 models, 3 to 6 cu. f., tilting type. 
Ample drums, fast mixing action. 
Timken Bearings, electrically welded 
construction. Electric or gasoline. 
$230 to $660 FOB Factery. 





POWER TROWELS 
Sizes 24”, 29”, 34” and 44” dia 
B & S Engines. Stationary guide ring. 
Clutch and speed controls on handle. 





Send for information and 
name of local dealer. 


(MER) MULLER MACHINERY COMPANY, Inc. 


Dept. SBS, 20-——Metuchen 5, N. J.—Cable Address——Mulmix 











acific Coast 


Forest Products 





: SALES REPRESENTATIVES 
Ponderosa Pine, Douglas Marion T. Davis & Co. 
H H H 281 North Avenue, N. E. 
and White Fir Window and fects, Sosrala 
Door Frames, Inside Door E. B. Meroney 
: ny P, 0. Box 6631 
Jambs, Mouldings, Cut to hart ll 
length and Packaged Trim Cecil M. Brooks 
H 7229 Jan Mar Drive 
and cut stock items. Sallse 38, Texas 
: Leonard Craig 
Douglas Fir Plywood Corpus Christi, Texas 
Dant & Russell Sales Co 
Coos Say Underlayment ae shan 
Coos Bay Hardboard Fort Lauderdale, Florida 
; Dant & Russell Sales Co. 
Overlay, two sides. eg 
Tampa, Florida 





Dant & Russell, Inc. WE 


General Sales Offices 


Oregonian Bldg., 1320 $. W. Broadway 
Portland, Oregon 
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MORE PROFITS 
FOR YOU IN ‘56 





ALUMINUM 


THEY’RE LOADED! Loaded with convenience 
features that make fast sales with homeowners. 
Ld Easy to install (take only pencil and screw- 
driver) ... easy to interchange (just slip one 
out of rail lip others in) ... easy to store 
(roll up smal! enough for a closet shelf)! Plus 
, the fact that they never rust, rot or need 
THEY ‘RE GOING STRONG! Sashco’s Alumi- painting! 

num Tension Screen and Interchangeable ensign rails made of 100% cold-rolled alum- 


Tension Storm Sash operate on same rails, inum. Screen of fine aluminum mesh, storm 
sash of wire-reinforced clear plastic . . . both 

hang from same brackets. hemmed by exclusive process permitting easy 
removal from rails and pre- 

venting breaking at 


stress points. 


GET NEW PROFITS IN '56, RETURN COUPON FOR COMPLETE INFORMATION 
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SOUTHERN SASH SALES & SUPPLY CO., INC. SOUTHERN SASH SALES & SUPPLY CO., Inc. 


i 187 tieth St 
SHEFFIELD, ALABAMA 818 Twentie reet, o« Sheffield, Alabama i 
Please send brochure and prices on Sashco Tension Screen i 
a 





and terchangeable Storm Sash 


SALES OFFICES & WAREHOUSES: Canton, Ohio; 





Please { details of merchandising-selling aids on above 
Elizabeth, N. J.; Hialeah, Fla.; Florence, Ala.; Van casi 
> Nuys, Calif.; Greensboro, N. C.; Ruston, La.; i SOMO 

Montgomery, Ala.; Kansas City, Mo.; Washing- i ‘ndeliceesiada 

ton, D. C. L city STATE 








a world leader in windows 


ALUMINUM AWNING WINDOWS FOR EVERY NEED 


now 100% weatherstripped 


WHETHER IT'S A MONUMENTAL STRUCTURE, a fine 
residence, or a low-cost project, chances are there's 
a Ware awning window to suit your needs to a ''T"’. 


WARE MONUMENTAL AWNING WINDOW 
Designed to meet the most rigid requirements 
Perfected weathering Koroseal weatherstripping im- 
bedded in channel, perfect seating of ventilators 
Heavy Extruded Sections 1%" ventilator depth, 
Minimum thickness of all structural members '%"’ 
All moving parts bushed in self-lubricating nylon 
Strip proof heavy compound operator concealed in center 
of sill, synchronized distribution of load, unparalleled load 
safety factor for aluminum awning windows 


WARE MONUMENTAL AWNING 


WARE AWNING WINDOW —intermediate 


* Smooth sturdy CENTER SILL phy a compound 
operator sealed and installed in sill at factory 


Weatherstripped by premium vinyl locked in extruded 
channel unexposed to weather 


Wide overlap of weathering members. Min. outside at 
jambs 5/16’. Heavy reinforced sill 


Ventilators have equal height and drop, clean easily 


Engineered for simple, speedy installation, designed for 
great diversity of application 


WARE AWNING —Intermediate 
ECON-O-WARE & ECON-O-WALL AWNING WINDOWS 


* Best value on the market: low-cost with quality features 
* Simple, attractive trouble-free design 
* Variable sizes and mullion combinations 
* Corners flash-welded — stainless steel bushings 
* NOW 100% weatherstripped 
Whatever your window needs, be sure to get all the facts on 


the full Ware line . . . proven in thousands of installations 
from coast to coast 


Dependeble delivery assured thru regional warehouses in 
HOUSTON, ATLANTA, CHICAGO, and NEWARK. All 
windows manufactured in our giant 31% acre plant in Miami. 
Write Dept. SB-12 


ECON-O-WARE AWNING 


Mumninum WARE 


FF %) QUALITY? Ha’ 
D NPP YOY ED ‘1 
ak Te 


Econ-O- Wall Econ-O-Ware Ware Projected Casement 
Awning Awning Window 


Ware Laboratories, Inc., 3700 N.W. 25th St., Miami, Florida 


ALL WINDOWS CHEMICALLY CLEANED, ETCHED, 
AND LACQUERED PER FHA REQUIREMENTS 








